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The heater that wins 
preference by its 
actual performance 





Lee TULUM 


W. D. Sager, 330-340 North Water Street 








Write today 
for our 
catalog 


Let us tell 
you about 
our agency 





BEAVER 


T has been a constant habit of ours to build good warm air heaters. ‘That's why 


dealers and users speak of the BEAVER PIPELESS as “The One That Works 
So Well.” 
Many thousands are in use and our dealers are enjoying good profits from their sales. 


The BEAVER has many excellent features which you will appreciate knowing about. 
Why not let us send you complete information concerning our agency for your territory. 





DANVILLE STOVE & MFG. CO. 


DANVILLE, PENNSYLVANIA 
CHICAGO, ILL. PITTSBURGH, PA. 


R. E. Edmunds, 104 Wood Street 


It heats better for 
a longer time at 
a much lower cost 
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Blue, Black or White 
Porcelain Enameled || 
Coal Ranges | 
L are the most up-to-date 1 
ranges made. : 
= 5 
: They will last a lifetime. | — 
Z 

i Place your orders now. 
: Quick Meal Stove Co. | 
: Division of American Stove Co. 52 
825 Chouteau Avenue 3 
z St. Louis, Mo. qe 
Sciam manana 
menace encmnamaammmmcc 
: NEW improved furnace built | 
: as good as it looks, simple and | 
E yet complete in every detail. Made | 
E for Western trade and Western fuels. |- 
: The price is consistent and deliveries : 
D prompt. The right furnace for you. 4 
: “THE STANDARD PEOPLE SELL STANDARD GOODS” : 
a A line from you will bring our catalogue. 2 
_| 407-13 South 10th Street OMAHA, NEBRASKA |_ 
ee 
























Address all communications and 


FOUNDED 1880 
BY remittances to 
DARE Bias AMERICAN ARTISAN 
Thoroughly Covers AND 
The Hardware, Stove, 
Sheet Metal, and Warm HARDWARE RECORD 
Air Heating and Venti- renec 620 South Michigan Avenue 
lating Interests Chicago, Illinois 





PUBLISHED EVERY SATURDAY BY ESTATE OF DANTEL STERN 


TsRms OF SUBSCRIPTION IN THE UNITED STATES AND ITs PossEssions (Invariably in Advance) ONE Year Postace Parp $2.00 
ForeIiGN Countries ONE YEAR PostaGe Pap $4.00 Canapa OnE YEAR PostaGE Parp $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago, Illinois under Act of March 3rd 1879 





Vol. 80. No. 24. 


CHICAGO, DECEMBER 11, 1920. 


$2.00 Per Year. 








It is a practical certainty that no laws af- 
fecting the tariff on importations will be 
passed during the short ses- 

No Tariff sion of Congress which be- 

Legislation gins its meetings on Decem- 

in 1921 ber 6th. 

The chief reason for this is 
that there will be no time for such legislation, 
as Congress will have its hands full with con- 
sideration of appropriation and tax measures 
which must be enacted during this session. 

Some may also give as a reason the sup- 
position that President Wilson will not sign 
a tariff bill enacted by the present personnel 
of Congress and that it is more than doubtful 
that if he should veto such a bill it could be 
passed over his veto. 

Be that as it may, the important fact re- 
mains that so far as the tariff is concerned 
there will be no reason for putting off the 
ordering of supplies for the business of 1921. 

And everything else considered there is 
now no reason whatever why a retail hard- 
ware dealer should hesitate in placing orders 
for a conservative amount of regular lines 
as well as for specialies, provided he places 
his orders with houses that have an estab- 
lished reputation for fairness. 

While some of these houses may not be 
willing to give a written guarantee against 
declining prices, the fact remains that good 
business policy makes it obligatory on them 
to “take care of their customers,” and this 
means that if a decided drop should take place 
before the retailer had disposed of his newly 
bought high-priced stock, he would be al- 
lowed credit for a corresponding amount by 
any reputable manufacturer or wholesaler. 

The very best thing that the retail hard- 
ware dealer can do now to re-establish the 
buying confidence of the consuming public 
is by exhibiting a reasonable amount of that 
same confidence, or in other words, by com- 


ing into the market himself, stocking a fair 
amount of merchandise and then yoing after 
business in a really aggressive manner. 
$¢ ¢ © @ 
You can make money in 1921. 
It depends solely on the attitude you take © 
toward your business. 
YouCan Make [If you have come to the 
Money in 1921. conclusion that 1921 is going 
to be a dull year it will be 
dull, right enough. 

But before you make up your mind to that 
effect, just recall the period of the “nineties,” 
when he had some real hard times, and then 
consider the fact that in every community 
there was at least one retail merchant in your 
locality whose business seemed to prosper 
and grow and whose profits were large 
enough to make it possible for him to enlarge 
his store and increase his facilities for serv- 
ing his customers to better advantage. 

If you really want to have a prosperous 
business during 1921 you can get it—but 
only by making up your mind to go after 
business with all the vim and effort that you 
can muster up. 

The retail merchants who built up prosper- 
ous enterprises at that time did not sit back 
and complain about poor trade. They went 
after business, created new customers and 
held their old customers. 

They said to themselves: “Prices may be 
going down during the next few months, but 
if I wait with my business until they stop 
going down, I will have to let too many of my 
old customers go out of my store to some 
other place for the things that they wanted 
to buy from me. So I am going to place or- 
ders for a fair assortment of stoves, for a line 
of tools, for a good stock of housekeeping 
wares, for some washing machines, for the 
regular staple items and for some of the 
specialty lines. Not in large quantities, but 
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enough to take the proper care of what trade 
I can develop. 

“And by the time prices have reached bot- 
tom, I will have sold what I bought for the 
early part of the season, paid my bills and 
have money in the bank to back such pur- 
chases as may then seem advisable.” 

That same argument holds good today— 
just as it proved to be right twenty-seven 
years ago, when we had a panic of consider- 
able magnitude. 

The retail hardware dealer who looks ahead 
with a real vision of what his mission is will 
buy conservatively now. He will keep his 
stock in proper shape to fill seasonable de- 
mands. He will make a real effort to create 
new business, as well as to serve his old cus- 
tomers as they expect to he served—bad 
times or good times. 

And because he takes this attitude toward 
his business, he will reap the reward to which 
he is entitled: Increased business and a com- 
fortable bank balance at the end of 1921. 

This is no time for the retail hardware 
dealer to lay back in the harness, or to set the 
brakes hard. 

On the contrary, the live retailer of hard- 
ware will take advantage of the situation, 
and buy conservatively so as to keep his stock 
in harmony with the wholesale market and 
at the same time to secure the very consider- 
able amount of business which is always to 
be found if sought for in the right way. 

. ¢$ ¢ © @ @ 





James B. Forgan, who is one of the great- 
est authorities on finance and whose position 
as chairman of the board of 


Creative directors of the First Na- 
Salesmanship tional Bank in Chicago, one 
On the Job = of the half dozen really big 


banks in the United States, 
entitles his opinion of the present financial 
and business situation.to more than ordinary 
attention, made the following statement a 
few days ago: 
“In a few months readjustment will be 
complete and business activities will be on 
the upward trend again. My judgment is 


that within four months or so we should see 
a turn for the better. We are passing 
through a period. owing to readjustment in 
prices and losses caused by reduction in value 
of stocks of goods on hand.” 

This statement is more than an expression 
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of opinion. It is a statement of facts with a 
logical conclusion based on these facts, and as 
such should be used by every business man as 
a guide for his actions during the next few 
months. ; 

The first point of importance is the matter 
of preparing for business during the spring 
and summer of 1921. 

Unless the retailer of hardware makes suit- 
able preparations to care for the wants of the 
people of his community during the coming 
season, it will make little or no difference to 
him whether there will be any demand for 
hardware. 

He will not be able to reap the benefit of 
that demand when it does materialize. 

Watchful waiting will not put any money 
in his till, nor will it produce any additions to 
his list of satisfied customers. 

On the other hand, the hardware dealer 
who places orders for a fair amount in the 
various lines on which his stock is in reason- 
ably good condition is certain of having 
something with which to keep his selling 
force profitably engaged. There is no profit 
in explaining to a prospect that “we are just 
out of saws,” or whatever the item happens 
to be. 

But what of the lines on which we are over- 
stocked, some of the dealers may ask. 

Here is what more than one progressive 
hardware merchant has done this fall: 

He has drilled his salesmen to do what the 
wholesalers and manufacturers have to do 
with their salesmen: Hunt new trade! 

As a result, he has sold washing machines, 
heating stoves, kitchen ranges, tools of vari- 
ous sorts, by personal solicitation in the 
homes or workshops of people who had been 
in the habit of coming to his store to look be- 
fore he really took any action toward selling 
them. 

And he has thereby not only brought his 
stock down to the proper point, but has 
found it necessary in many cases to send or- 
ders for replacement to his wholesaler or 
manufacturer. : 

That is one of the chief differences between 
the successful merchant and the dealer who 
just manages to keep out of the hole. 


© ¢ © © @ 


There are lots of items in your line which your 
clerks would sell and which your customers would 
buy if they were properly suggested to them. 
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Random Notes and Sketches 
By Sidney Arnold 





Fred Muzzy, who will be remembered by many of 
the hardware men of the early part of this century as 
the “Stevens Arms man who could tell you all about 
how to fight the retail mail order houses,” made me a 
pleasant visit not long ago. 

He told me that last summer he held a clearance 
sale on foxes and sold the shopworn and otherwise 
undesirable specimens on his ranch in Prince Edwards 
Island for an average price of $500.00 apiece, dead 
weight. I forgot to ask him how many “culls” there 
were. 

Wouldn't you like to dispose of your “left-overs” 
on that basis? However, the foxes were of the Silver 
Black variety, the skins of which are something on the 
order of diamonds in the jewelry business. 

* * * 

I'll wager a full set of the Encyclopedia Britan- 
nica that no customer of the Marsh Lumber Com- 
pany, Dover, Ohio, ever thinks of withdrawing his 
patronage after meeting H. E. Marsh, the Company’s 
sales and advertising manager. 

That was the thought which came to me at the end 
of a delightful visit which he paid me the other day. 
* * * 

My friend Walter Wimmer, president St. Louis 
Heating Company, St. Louis, Missouri, tells about the 
Jones family who recently took a house in the fash- 
ionable residential district of the city. 

A short time later, an acquaintance of former years 
called on Mrs. Jones and was viewing the treasures in 
the library. 

“Ts your husband a bibliomaniac?’’ queried the vis- 
itor. 

“Goodness me, no!” ejaculated Mrs. Jones. 

“He never bibbles a bit. Oh, of course I don’t say 
that he wouldn’t take a little at his meals if the rest 
were doin’ it; but that’s as far as he ever goes in them 
kind of things.” 

* *« * 

One of my friends who is a successful and clever 
retailer insists that the menace of the chain stores is 
greatly exaggerated. 

He declares that usually the man or concern gets just 
about as much business as he or it deserves. 

You have to put in before you can take out. You 
usnally receive in strict proportion to what you give. 

More is required in a successful business than merely 
a store location with a stock of goods. 

There must be intelligent personal effort on the part 
of the proprietor and cooperation on the part of the 
clerks. 

It is this personal element that gives the independent 
retail dealer the advantage over the chain stores and 
swings the balance in his favor, even though they are 
sometimes able to undersell him to a slight extent. 

a 


In my mail all sorts of men and concerns are rep- 
resented, and quite aside from the business end, these 
letters present an interesting study. 

Some of those that come from retail, hardware 


dealers are written on typewriters, even when from 
small concerns. Their remittance blanks and other 
stationery indicate that they maintain a real office, 
even though possibly the typing and bookkeeping may 
be done by themselves. 

Others, while often written on good style letter 
heads, give evidence of the fact the office end of their 
business is not properly attended to. They postpone 
sending replies too long; their remittances are late; 
they neglect to answer all questions put to them; they 
impress me with a feeling that carelessness, to a great- 
er or lesser degree, is allowed to hold sway in the 
management of their business. 

To which class do you belong? 


x * * 


There is a very pompous artist in New York who 
used to have a sense of humor. His quips were known 
everywhere. Now, however, since he has gained con- 
siderable vogue, he is taking himself and his work 
very seriously. 

Owen Johnson, the novelist, saw him in a restaurant 
the other night, sitting solemnly alone. 

“Too bad,” he said, real pity and tenderness in his 
voice. “Poor Arthur! He has severed his jocular 
vein.” 

x * ne a 

A critic said at the Players’ Club: 

“All our popular authors managed to get to France 
on one excuse or another during the war, and now they 
all interlard their stories with French phrases. 

“Those French phrases! How awful they are! How 
they make you laugh if you know any French at all! 

“A woman magazine writer who gets $300 apiece for 
her short stories came into a restaurant the other day 
and sat down near me. She wore a ‘Y’ uniform. I 
knew she’d had a week or two abroad. 

“Got any bon vivant?’ she said to the waiter. 

“*But, madame, I don’t understand,’ the waiter, a 
Parisian, stammered. 

“*Go on I thought you were French,’ said the woman 
magazine writer. ‘Bon vivant’ means good liver. Bring 
me some bacon.’” 

x 7K *K 

Probably no one goes through life without some dis- 
couragements. The sun is not always shining, even 
for the most fortunate of us. It is in the way in which 
a man faces and overcomes discouragement that he de- 
velops power or loses strength of character. - 

Here are some verses of Robert W. Service in this 
connection which are worth memorizing: 

The Quitter. 


You're sick of the game? Well, now, that’s a shame. 
You're young and you're brave and you're bright. 
You’ve had a raw deal? I know, but don’t squeal, 
Buck up, do your darndest, and fight. 
It’s the plugging away that will win you the day, 
So don’t be a piker, old pard! . 
Just draw on your grit; it’s so easy to quit; 
It’s keeping your chin up that’s hard. 


It’s easy to cry that you're beaten—and die; 
It’s easy to crawfish and crawl; ; 
But to fight, and to fight when hope’s out of sight, 
Why, that’s the best game of them all! 
And though you come out of each gruelling bout, 
All broken, and beaten, and scarred, ; 
Just have one more try—it’s dead easy to die, 
It’s keeping-on-living that’s hard. 
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Up-to-the-Minute News Siftings 


Items of Interest to Dealers Gleaned from Many Fields. 


National and Local Business Plans, Problems, and Practices. 





PENNSYLVANIA STOVE SALESMEN 
ANNOUNCE ANNUAL BANQUET. 


The Twenty-third Anniversary Reception and Ban- 
quet of the Stove Salesmen’s Association of Pennsyl- 
vania will be held Wednesday evening, December 15, 
1920, at the Hotel Walton, Broad and Locust Streets, 
Philadelphia, Pennsylvania. 

In connection therewith, the following letter has 
been received from James McGaw, Secretary of the 
Association : 

To AMERICAN ARTISAN AND HARDWARE RECORD: 

It was always customary to send Mr. Stern, when 
living, an invitation to the Annual Banquet of the As- 
sociation. In fact, notwithstanding he was not in the 
best of health, he came last year, which was some- 
thing of an inspiration, for it was only a short time 
after that he passed away. 

We are desirous of keeping up this pleasant rela- 
tion ; ahd if your Eastern representative should be near 
Philadelphia Wednesday evening, December 15, 1920, 
we would extend to him as we always do to guests 
and friends, unlimited hospitality. 

Very sincerely yours, 
James McGaw, 
Secretary. 
Philadelphia, December 6, 1920. 





Southern Stove Makers Meet 
in Annual Convention. 


The Southern Steve Manufacturers’ Association 
held their annual meeting December 6th and 7th at the 
Hotel Vendome, Evans- 
ville, Indiana, with all 
members present except 
two. 

The first session began 
at 10:30 a. m. and this was 
open to representatives 
from manufacturers of 
supplies, of which there 
were about a dozen. 

After a few very perti- 
nent opening remarks by 
President Randall, the vis- 
iting supply men _ were 
called on for short remarks, 
W. G. Terstegge, Vice- all of them offering the 

President Southern Stove hearty cooperation of their 

Manufacturers’ Associa~ companies in the matter of 

— getting business back. to a 





normal condition. 

In introducing A. G. Pedersen of AMERICAN 
ARTISAN AND HARDWARE REcorp, a graceful tribute 
was paid to the memory of the late Daniel Stern, its 
founder and publisher, “who for so many years had 


given freely of his thought and efforts to assist the 

members in bringing this Association up to its present 

high standing and whose publication was: always read 
with much interest because in its pages were found 
sound advice and trustworthy information.” 

Mr. Pedersen pointed out that this was a time when, 
if ever, there was need for careful thought, true co- 
operation and real work on the part of all who are 
engaged in making and selling stoves. 

He called to mind the fact that for the past three 
years, the principal duty of the salesmen has) been that 
of making excuses for poor deliveries, but that from 
tow on it would take the most intensive application of 
salesmanship and a real willingness to produce in the 
factory in order to put the wheels of commerce into 
smooth running order once more. 

One of the local bankers spoke on 
the financial situation and gave his 
hearers reason to feel encouraged 
when he stated that the Federal Re- 
serve statement showed a fair in- 
crease in the working reserve for the 
entire system, and that, therefore, 
discount rates and loan conditions 
would likely be easier from now on. 

The Convention then went into 
° executive session for about two 
hours and met again behind closed 
= . doors in the afternoon. 

W. H. Cloud, /m the evening the members and 
Secretary Visiting supply men were the guests 
Southern Stove of the Evansville Stove Club, which 
Manufacturers’ i; composed of all the local manu- 
Sean. facturers, at a splendid dinner at 

which the only speaker was the chief citizen of the city, 

Mayor Bosse, who being a manufacturer himself, al- 

though not in the same line, expressed himself as being 





very much in sympathy with the aims of the Associa- - 


tion. 

The Mayor said that only by giving to every other 
member of the Association and to all his customers the 
fullest measure of confidence and cooperation, could 
any manufacturer hope to weather the present situa- 
tion, and he gave high praise to men like Messrs. 
Karges, Kiechle and others among the Evansville stove 
manufacturers who had helped to build up such a big 
industry for the city. 

Edward Kiechle, President of the Southern Stove 
Works, presided at the dinner. 

The general opinion of the members was as infor- 
mally expressed, that while right now there is prac- 
tically no business for next season, buying will begin 
in the latter part of January, when wage questions have 
been settled and when the raw materials situation will 
Lave cleared. 

Great regret was expressed by all at the severe sick- 
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ness of Samuel H. Jacobs, the well known and popu- 
lar representative of the Fanner Manufacturing Com- 
pany, Cleveland, Ohio, and, on motion, Messrs. Karges 
and Querbocker were appointed on a committee to 
draft a resolution of sympathy and best wishes for his 
speedy recovery, also to arrange for the presentation 
of flowers as a visible sign of the great goodwill and 
friendship which Mr. Jacobs enjoys among the South- 
ern Stove Manufacturers. 





Patents Combination of Electric 
and Gas Stove. 


Evan G. Marquardt, Toledo, Ohio, has procured 
United States patent rights, under number 1,358,966, 
for a combination of electric and gas stove described 
in the following: 






In a stove hav- 
2 ing insulating side 
and top walls, an 
oven located in 
the stove, the 
walls of the oven 
being located in 
spaced relation 
with respect to the 
side and top walls 
of the stove, an 
insulating wall located in spaced relation with respect 
to the bottom of the oven and its edges in spaced rela- 
tion with side walls of the stove and having an opening, 
a burner located on the outside of the opening and 
adapted to direct its flames away from the opening, 
and means for adjusting the last named wall with re- 
spect to the bottom of the oven. 
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Tells Why Stove Business 
Lags in Some Towns. 


John - Sell, of Sell-Atkins Mercantile Company, 
Pittsburg, Kansas, is an enthusiast on the selling of 
stoves as well as on window displays and advertising, 
and knows how to tell an interesting story in an in- 
teresting way. Here is a recital of some of his obser- 
vations while on a two-thousand mile trip into Okla- 
homa, Fexas, New Mexico and back to Kansas, as 
told in a recent issue of The Stove Salesman, the 
house organ of the Cole Manufacturing Company, 
Chicago, manufacturers of Cole’s Hot Blast Heaters 
and High-Oven Ranges: 

“When I started on this two thousand mile jaunt 
with a bunch of good road boosters, I made up my 
mind to see what the Cole’s Hot Blast dealers were 
doing. I saw a chance to learn something. We are 
agents for the Cole line in our part of Kansas, not 
the biggest concern the Cole people have on their 
books, but just doing a growing business which we 
are helping along with persistent advertising. 

“One night in a town in Texas I picked up a paper 
and saw a Cole’s advertisement. ‘There, I said to my- 
self, must be a live dealer.’ I made it a point to locate 
him the next morning long before my fellow travelers 
were up. I found the place in a store with a front 
that had not been painted for months, perhaps years; 


the windows had not been washed for weeks and the 
sign on the front door was half géne. Behind the 
murky glass of the window stood a Hot Blast Stove. 
Now I want to tell you I felt sorry for that stove. 
It had no chance to show itself in this world. It had 
evidently been standing there since early in the season. 
You could scarcely see that the trimmings were nickel 
plated. I was curious to see the personnel of such a 
store and waited until a man came whom I took to be 
the clerk. ‘I saw your ad in yesterday’s paper,’ I 
said, ‘about your Cole’s Hot Blast Heater.’ ‘I didn’t 
see the ad,’ said the clerk, ‘but I heard the old man say 
he was goin’ to see if that wouldn’t move ’em.’ 

“Now this little story is a true one and is no fault 
of the stove in the case. It serves as an object lesson 
of what not to do. 

“The store window is one of our oldest methods of 
advertising. Glass is put in the front in order that 
people may look through and into the window and see 
the goods on display. Goods are put into the window 
to stimulate interest. Unless both the window and 
the goods are kept in good condition, the public is 
not only misinformed as to the goods, but is also in 
nine cases out of ten given a very bad impression of 
both the goods and the dealer. The clerk’s reply to 
my question regarding the ad clearly showed that there 
was lack of co-operation between the sales force and 
the owner of the store. Without the right kind of 
co-operation dealers cannot hope to get a tie-up be- 
tween the advertising and the inside store selling. Ad- 
vertising is not a miracle and will only work when 
used properly. Keep your advertising alive, up to 
the minute, your sales force keenly alert to your ad- 
vertising—well posted on the selling points of Cole’s 
Hot Blasts, teach them the difference between Cole’s 
method of Hot Blast combustion and the ordinary 
wasteful bottom draft method of combustion—drive 
home the fuel economy that can be secured by Cole’s 
method of combustion—keep your windows attractive 
and clean; then you can expect ready sales and quick 
turnovers. 

“I am somewhat of a crank myself on personality 
and believe that it’s what you put into your store, 
into your advertising and into your manner of treat- 
ing your customers that sells the goods. I wouldn't 
care to be met on the street by one of my friends or 
customers, with a dirty face; then why should I have 
my customers try to see my goods, through a dirty 
glass ? Remember, that it is the first impression often- 
times which makes or breaks a sale.” 





What Our Country’s Power 
Reserves Are. 


The United States Geological Survey estimates that 
if the entire power load of the country were placed 
upon the coal the country’s reserves would last 57,000 
years, while if the load were placed on petroleum the 
reserves would last only nine years and three months. 





You can’t stop a customer from going out without 
making a purchase at times, but you can at least find 
out why he would not buy and be ready for the next 
similar case. 








@ 
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The Week’s Hardware Record 


What Retailers, Jobbers, and Manufacturers Are Doing. 
Latest Selling Methods. Experiences of Successful Men. 





SUMS UP THE EFFECTS OF 
CANCELLATION EVIL. 


A summing up of the so-called “cancellation evil” 
and its possible remedies is contained in a final bul- 
letin on this subject issued today by the Fabricated 
Production Department of the Chamber of Commerce 
of the United States. 

An exhaustive study of the practice of cancellation 
of orders and repudiation of contracts in almost every 
division of business has been made by the Fabricated 
Production Department, as a result of which study it 
groups opinions as to possible causes under these three 
heads : 

“First: That the practice is the result of war time 
irregularities and’ will pass as we return to a normal 
basis. 

“Second: That we are now reaping the results of 
the loose business practices in- 


ordinary standing permitted their buyers to get rid of 
their responsibility. 

“It is said ‘big’ buyers coerced sellers by threatening 
to cut off future purchases if contracts were enforced. 

“Last, but not least, it is claimed that banks favored 
cancellations as a rapid means of house cleaning and 
bringing business back more quickly to a normal state. 

“If the latter conclusion has any merit the fact 
should not be lost sight of that somebody paid the bill, 
for between May and November the failures both in 
manufacturing and among merchants increased rapidly. 

“Dun gives the total volume of commercial failures 
in May, 1920, as $10,826,277, and in October, 1920, 
as $38,914,659, while in October, 1919, the total was 
$6,871,966. 

“But the monetary loss was not the greatest joss, al- 
though many went to an untimely business grave be- 
cause somebody did not ‘make good.’ 

“The apparent lowering of 
business standards has made 





augurated before the war, when 
many lines were in a state of 
over production and the meas- 
ures taken to unload this surplus 
were demoralizing. Those en- 
tertaining this belief feel that the 
remedy is in a general reforma- 
tion of our system of order tak- 
ing, making each order a con- 





Your attention is directed to 
an exclusive feature of AMERICAN 
Artisan AND Harpware REcorp. 
It has the distinction of bein 
the only publication whic 
gives Western hardware and 
metal prices corrected weekly. 
You will find these prices on In 
pages 40 to 45 inclusive. 


doubtful the value of business 
written and placed upon the 
books for future shipment. Pro- 
duction schedules could not be 
definitely worked out because of 
this increasing doubt.” 

suggesting the possible 
remedy for this evil, the bulletin 
says, “there is a strong feeling 








tract enforceable by law. 

“Third: That we have been 
drifting away from the fundamentals of sound busi- 
ness and the “Golden Rule,’ and that we must return 
to a stronger belief in the rights of others and a higher 
regard for our own integrity if the change is to be 
permanent.” 

Terming the cancellation practice a “serious mat- 
ter,’ the bulletin goes on to say that “earlier in the 
year when cancellations began to trickle in they were 
almost welcomed by those having more orders than 
production, but as prices began to crumble and the 
tide of refusals to perform set in, the seriousness of 
the situation was manifest, for it brought with it a 
curtailment of production in lines which had not 
reached the volume of normal requirements. 

“The retailer cancelled to the jobber and wholesaler 
and they in turn to the manufacturer, and he to those 
supplying his raw materials,—a literal ‘passing the 
buck’ and shirking of responsibility regardless of con- 
sequences. 

“Sellers had encouraged buyers by misleading pa- 
ternalism in assuming many of the natural responsi- 
bilities inherent of their customers’ functions as mer- 
chants—‘We will take care of you’ or ‘you may return 
the goods’ are examples of some of the undermining 
factors when the pinch came. 

“Everybody seemed to be doing it and it was by no 
means confined to the weak, but houses of more than 


that this thing must not happen 
again and to that end many trade organizations have 
met and formed committees and bureaus to deal with it. 

“The credit Cooperative and Credit Methods Com- 
mittee of the National Association of Credit Men have 
met twice to consider it, and they suggest truly there 
seems to have been a dulling of public conscience. 

“Should one who habitually repudiates his contracts 
and orders be given a higher credit rating than he who 
lets his notes and drafts go to protest? 

“They also feel that one remedy, and as a safeguard 
against the unscrupulous, would be that each line of 
trade should at once examine its contract making and 
order taking methods to bring them strictly within 
legal lines. This is practical and can be immediately 
applied. 

“We feel, however, that perhaps the most effective 
remedy must be the one that will call us back to ‘first 
principles,’ to where we can ‘point with pride’ to our 
house as one that ‘fills its orders and keeps its con- 
tracts.’ 

“There are many in all lines who have through all 
this upheaval stood steady and right—preferring to 
take loss rather than mar a lifetime record of good 
performance. 

“The advertising men redeemed their line from dis- 
credit by standing for ‘clean advertising’—it meant a 
loss of business and money to those who pioneered it, 
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but the fight was won and it paid. 

“What shall the ‘slogan’ be that can be used in a 
countrywide campaign to clean up unjust cancellations, 
broken contracts and bad faith? We will have one 
but you have an opportunity to suggest it now. 

“Before we legislate for the other fellow let there 
be a pause for self examination—will we do what we 
expect our customers to do? The Department in this 
matter feels it is representing the best interests of the 
Chamber membership in placing this situation before 
them and asking direction. There is no patent remedy, 
but out of the wisdom of many we shall find the right 
way. 





Model for Setting and Filing 
Saws Is Patented. 


John P. Arnold, Philadelphia, Pennsylvania, as- 
signor to Henry Disston and Sons, Incorporated, Phil- 
adelphia, Pennsylvania, a Corporation of Pennsylvania, 
has secured United States patent rights, under num- 
ber 1,359,216, for a model for setting and filing saws 
as follows: 







1,859,216. 





mee) 









A model for users of wood saws, the same consisting 
of a blank having a series of toothed sections, the teeth 
of each section being uniform and differing from those 
of the other sections and corresponding in form and set 
to those of a certain type of saw. 





Executive Managers of Paint 
Company Hold Conference. 


The Eastern and Western executive managers of the 
various branches, Devoe & Raynolds Company, Incor- 
porated, paint manufacturers, assembled at the Hotel 
Astor, New York City, on November 29th for a four 
days’ conference. 

The entire 16 branches and warehouses of this com- 
pany were completely represented. 

Every question affecting the success of the business 
was discussed. The 1921 plans and policies of the 
organization will be the result of the joint decisions 
reached by the executives intimately in touch with the 
paint market. 

The conference proved decidedly the advantages of 
the many new Eastern and Western branches of the 
Devoe & Raynolds Company, Incorporated. 

The spirit of the conference was most optimistic. 
There is no doubt in the minds of the executives of 
the Devoe & Raynolds Company, Incorporated, that 
1921 will be a banner year for them and for the paint 
market in general. 

Wednesday and Thursday, December Ist and 2nd, 
were spent in visiting the various manufacturing plants 
of this concern. 

Devoe & Raynolds Company, Incorporated, state that 
a greatly increased tonnage has been secured in their 
production department which will enable them to con- 
tinue to give the very promptest service to all Devoe 


agencies in spite of a rapidly increasing volume of 
sales. 

This conference preceded the Eastern Salesmen’s 
Conference which was held in New York on December 
6th and 8th inclusive. 





Gets Registration for Washing 
Machine Trade-Mark. 


Landers, Frary and Clark, New Britain, Connecti- 
cut, have procured United Statest Patent Office regis- 
; tration, under number 
133,582, for the trade- 
mark depicted herewith. 
The particular description 
of goods to which it is applied is laundry washing 
machines and electrically driven laundry washing ma- 
chines. The company claims use of this trade-mark 
since March 22, 1920. Application for registration 
was filed June 11, 1920. 


UNIVERSAL 


133,582. 


Decide Plans for Indiana 
Hardware Convention. 


Practically all the plans have been completed for the 
convention and hardware exhibit of the Indiana Retail 
Hardware Association which is to be held January 25, 
26, 27, and 28, 1921, in the Athenaeum Hall, Indian- 
apolis, Indiana. 

The Claypool Hotel will be the official headquarters 
and the sessions and the exhibit will be held in the 
Athenaeum Hall. 

G. F. Sheely, Secretary of the Indiana Retail Hard- 
ware Association, reports the following as some of the 
features on which definite action has been taken: 

“Agree that we hold a four-days’ Convention ; open 
Tuesday afternoon with first session and close Friday 
noon. 

“Each business session to be confined to two hours, 
preceded by fifteen minutes of music and community 
singing. 

“We have decided again to give the question box 
prominence, by devoting the first hour of each session 
on Wednesday and Thursday to this feature. Ques- 
tions pertaining to some particular trade subject or 
topic will be discussed under the leadership of some 
one who is especially fitted to handle the subject as- 
signed. 

“We will have but two outside speakers and these 
will be men who will have a message that every dealer 
should hear, and as Secretary I urge that each and 
every member begin now to arrange his business affairs 
at home so as to be able to attend every session of the 
Convention. 

“The banquet last year seemed to touch such a re- 
sponsive chord that we have decided to hold another 
this year on Thursday evening. In addition to music, 
singing and special entertainment, we will secure one 
of the best banquet speakers that can be obtained, and 
we expect to make this a thoroughly enjoyable feature 
and one long to be remembered by those who attend. 

“The officers will be glad to receive any constructive 
criticism or suggestions regarding either the Conven- 
tion or Exhibit, that will tend toward improvement.” 
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ood Ideas for Window Display 


Practical Lessons from Exhibits in AMERICAN ARTISAN 
AND FIARDWARE RECORD Window Display Competition. 
How to Get More Passers-By to Come into Your Store. 





USES ARITHMETIC TO MAKE 
WINDOW DISPLAY. 


Addition is the simplest form of arithmetic. 

Indeed, that is the way that we get most of our ideas, 
namely, by combining impressions, by adding the ele- 
ments a bit at a time that make up the idea. 

There is something assuring about the simplest ad- 
dition. 

We have the satisfaction of knowing that the result 
is reliable, particularly when we do the addition with 
things instead of numbers. 

There is soundness of judgment as well as accuracy 
of knowledge in the use made of objective addition in 


would be just as effective in this part of the display. 

A sign was placed on the can of paint which read: 
“Anchor Paint for Protection.” 

The display so far reads: “Good Building Materials 
Plus Anchor Paint Protection.” 

That is the first part of the addition. 

On the right of the can of paint was an “equal” sign 
and next to it a small modern house three feet squaré 
which was made from architectural specifications and 
had all the draperies in it, hardware on the front door 
and finished in detail. 

It was attractively painted. A small sign in the front 
of the house read “A home of service and satisfac- 


tion.” 








Window Exhibit of Paint Designed and Arranged by J. W. Donson for the Irvin, Jewell & Vinson Company, 17 
East Third Street, Dayton, Ohio, Awarded Honorable Mention in AMERICAN ARTISAN AND 
HARDWARE RECORD Window Display Competition. 


the window display reproduced in the accompanying 
picture. 

This little mathematical example of good materials 
added together to equal the sum of service and satis- 
faction was designed and arranged for the Irvin, Jewell 
& Vinson Company, 17 East Third Street, Dayton, 
Ohio, by J. W. Donson, and was awarded honorable 
mention in AMERICAN ARTISAN AND HARDWARE 
Recorp Window Display Competition. 

The strength of this window exhibit lies in the clear- 
ness and simplicity of its materials. 

As described by Mr. Donson, who arranged it, the 
object of the display was to show the use of house 
paint as a necessity in the construction and preserva- 
tion of buildings. 

In the left of the window were shown building ma- 
terials of various kinds, namely, a cross section of a 
large tree which represents lumber, shingles, spouting, 
glass, gravel, concrete, bricks, hardware and the like. 

The words on the small sign designating this group 
reads : “Good building materials.” 

At the right of this group was a large red plus sign 
made of wall board and a large can of paint made of 
cardboard and placed next to the plus sign. 

Mr. Donson suggests that several five gallon cans 


In the foreground of the window was a sign read- 
ing “An easy problem for the home builders.” 

This easy problem was the story as told in'the win- 
dow, namely, good building materials plus’ Anchor 
paint protection equal a home of service and satisfac- 
tion. 

This display takes in many of the items used in house 
or building construction. 

There were several pictures of houses shown. The 
size of the Irvin, Jewell and Vinson Company window 
is fifteen feet long and five feet deep. This gives an 
idea of the size of the display which took up the whole 
window. 

The point of the display was that “Good building 
materials plus good paint equals a good house.” 

It was simply arranged so that the point was clearly 
brought out. 

The association of ideas expressed through this win- 
dow display was uncommonly effective in linking up 
in the minds of the passers-by the thought of preserv- 
ing good materials with good paint and thus prolong- 
ing the usefulness and service of the house. 

The sales resulting from this window advertisement 
were gratifying alike to the hardware company and to 
the designer of the display. 
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Window Display Competition Is 
Means of Developing Talent. 


Are you deriving all the profit obtainable from your 
window space? 

Do you know how much it ought to be worth to you? 

Have you any idea of the importance which suc- 
cessful merchants attach to that part of their stores? 

It is a fact that many retailers have grown rich from 
the proper use of window displays. 

You do not sell goods at retail to people in Hong 
Kong, China, if you are situated in Billings, Mon- 
tana, or Logansport, Indiana. 

Your profits come from purchases made by people 
who enter your store. 

Clearly, therefore, the first essential for you is to 
get people into your store. 

In order to induce them to come into your estab- 
lishment, you must have something which they need 
or desire. 

In addition, you must present such things to them 
in a way which convinces and persuades. 

The window advertisement shows some of 
things which you have to sell. 

It can be made to do much more than that. 

The goods can be arranged in such a way.as to sug- 
gest their desirability. 

By harmonious color effects and lighting, the arti- 
cles can receive the right amount of emphasis. 

Price tags clearly shown, complete the salesmanship 
of the window exhibit. . 

These and other requirements of successful window 
trimming are not difficult to learn. 

But they call for a reasonable amount of study and 


the 


ingenuity. 

With the purpose of stimulating interest in this 
highly important phase of merchandising, AMERICAN 
ARTISAN AND HARDWARE RECORD is now conducting a 
Window Display Competition. 

This contest is open to all hardware dealers and 
clerks as well as to all others engaged in kindred lines. 

By putting your talent and thought against the talent 
and thought of others in such a competition, you de- 
velop your powers. 

Participation in the contest is made as easy as pos- 
sible. 

The rules governing the contest are given below. 

.You are urged to send photographs and descriptions 
of your best window displays. 

Award of Prizes. 

The’ prizes will be awarded as follows: 

First prize, $50.00 in cash, for the best photograph 
and description received of window display of hard- 
ware or kindred lines; 

Second prize, $25.00 in cash, for the photograph and 
description second in merit; 

Third prize, $15.00 in cash, for the photograph and 
description third in order of excellence ; 

Fourth prize, $10.00 in cash, for the photograph and 
description fourth in degree of worthiness. 

Conditions of Competition. 

The conditions of the competition are as follows: 

The photograph must be accompanied by descrip- 
tions of how the window displays were arranged and 


the materials used. The description is important and 
hence should be adequate. These photographs and 
descriptions may be sent by mail or express, charges 
prepaid, and must reach this office not later than Feb- 
ruary 15, 1921. Address all photographs and descrip- 
tions to AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition, 620 South Michigan 
Avenue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put in a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed. One of them will be an expert window 
dresser and one an experienced hardware man. This 
Committee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the winners 
of the Competition. 

AMERICAN ARTISAN AND HARDWARE ReEcorpD re- 
serves the right to publish all photographs and de- 
scriptions submitted. 





Offers Suggestions for 
Window Displays. 


The following suggestions for seasonal window dis- 
plays are issued from the office of E. R. Gross, Sec- 
retary Mississippi Retail Hardware and Implement 
Association, Agricultural College, Mississippi. 

The suggestions are by Susie V. Powell, Assistant 
Director of Cooperative Extension Work in Agricul- 
ture and Home Economics, State of Mississippi. 

1. Laundry equipment in a store and advertised 
in local papers. Running water, washing machines, 
clothes baskets, tubs, ironing machines, freshly ironed 
clothes, miniature clothestree operated in whirly mo- 
tion and holding doll clothes of vivid colors—close 
behind this a doll. “Mother washes my clothes with 
= — Washing Machine.” 

2. Harness Electricity and Not Your Wife.— 
Woman bent over washer-board bound with a chain 
to the tub. Power driven washing machines. 

3. Christmas Display of Plumbing and Laundry 
Equipment decorated with crimson ribbon and Christ- 
mas greens. 

4. The Wash Lady.—Window containing sink, 
electric washing machines, laundry basket, clothestree, 
electric irons and ironing board. The fattest, blackest, 
mammiest looking colored washer-lady in town to op- 
erate the machines for one day at least. 

5. Notice to Farmers.—Dealers advertise through 
the local press or with dodgers that they will give dem- 
onstrations of water systems or laundry equipment or 
both on farms. Dealers fit up auto with washing ma- 
chines, wringers, clothes basket, and other equipment 
and drive out to the farm homes asking that the farm- 
ers invite their neighbors to the demonstrations. Home 
demonstration agents will assist with these demonstra- 
tions. 

6. Press.—Publish a series of short, pointed arti- 
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cles on laundry work, laundry hints, various steps on 
laundry work, removal of stains, setting colors prevent- 
ing shrinkage, etc. Materials for those will be found in 
the laundry catalogues and bulletins which have been 
sent the agents. 

7. Posters.—Offer prizes to school children for the 
best water and laundry posters to be displayed in show 
windows on a certain day. 





American Merchant Marine Uses 
Only American Hardware. 


What a great city means to the architects, builders 
and various skilled workers who construct and beautify 
it; to the merchants who furnish it; and the producers 
who supply it, the American Merchant Marine means 
to the producers, the workers and builders of the 
nation. 

Each vessel of the Merchant Marine fleet is a city 
aoat, writes R. G. Bowman, Director of Publicity, Na- 
tional Marine League of the United States. 

It represents months of skilled labor, occupa- 
tion for hundreds of people, and a steady market for 
the producer of food, of furnishings, of fittings, of 
everything marine and otherwise that goes to make 
up a finished and complete vessel alive and working 
from the ship’s clock to the “wheel” and down again 
to the kitchen range. 

Before a ship starts out on a trip, it ‘is provisioned 
in American markets for the full round trip. Accord- 
ing to a standard list of the Steward’s Department of 
the Submarine Corporation, the order for a 90 days’ 
trip shows that supplies of hardware alone for one 
vessel represent an item in trade that would multiply 
into volumes in proportion to the number of vessels 
operated under the American flag, foreign vessels of 
course, provisioning their ships in their home ports. 

Hardware supplies form an important part of the 
ship’s equipment being in demand in almost every ac- 
tivity entailed in the work aboard from the messroom 
to the captain’s bridge. In the long list of supplies 
may be mentioned: kitchen and messroom tinware, 
hammers, chisels, files, wrenches, pipe stocks, dies, 
taps, screw drivers, pliers, calipers, vises, chains, blocks 
and jacks, lamps, oil tanks, thermometers and salinom- 
eters, blacksmith tools, and a world of miscellaneous 
tools including cleaning tools, ash cans, wheel barrels, 
coal shovels, firing tools. 

Besides this varied equipment, the particular vessel 
taken as “type” carried to a foreign port a consign- 
ment of hardware supplies including: 


1195 Bolts and Nuts. 
532 cases Hangers. 

13 bales Chair Caning. 
2453 cs. & cts. Hardware. 
1790 Roofing Paper. 

400 cases Tin Plates. 
507 Balls Wire. 

2 cases Spurs. 

482 bales Cotton Waste. 

But the American Merchant Marine as a business 
proposition, offers greater opportunities to the pro- 
ducer than the building, fitting out, and supplying of 
its vessels. It offers the opportunity to cut tolls to 


foreign ships, it offers the opportunity for new foreign 
markets and more available bases of raw materials; 
it offers, in fact, the opportunity of securing the best 
price for American goods. 

The “carrier” fixes the rate and the profit. With 
this in mind it is easily seen that English or other for- 
eign vessels carrying both English and American goods 
will not only fix the rate for the benefit of English 
producers but will naturally push the sales of English 
goods ahead of the sales of American goods. 

Because up to 1914 only ten per cent of American 
products moved over the world in American bottoms, 
our export trade was limited to a degree and America 
was a producer nation only, and as such a Debtor 
Nation. 

We did not lend money, we borrowed all we could. 
But a change has come about through the War. We 
are no longer a Debtor Nation, we are a Creditor Na- 
tion with financial interests in every part of the world. 
Our export trade has grown like a mushroom. 

Now, however, it has reached the critical stage when 
unless it is upheld and braced by American vessels it 
will fade away as quickly as it grew. 

Furthermore, American markets will soon be flooded 
with a deluge of foreign goods sent in payment of the 
war debt. P. H. W. Ross, President of the National 
Marine League, declares that ships and more ships 
flying the American flag will give greater protection 
to American industries than the levying of tariffs. 

In an effort to convince the people of the entire na- 
tion that America’s prosperity depends to a great ex- 
tent on the American Merchant Marine, the National 
Marine League is holding a series of marine exposi- 
tions in different parts of the country. The third will 
be held in New York on January 24 to 29 at the Grand 
Central Palace. 





Trade Opportunities in 
Foreign Lands. 


The Bureau of Foreign and Domestic (Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 


34120.—A mercantile company in Argentina desires to 
secure an agency for the sale of agricultural implements. 
Reference. 

34123.—A firm of commercial representatives in England 
desires to secure the exclusive agency from manufacturers 
for the sale in Spain of any special lines; and also the pur- 
chase of all classes of hardware, metals, and building supplies. 

34138—A merchant in Persia desires to be placed in 
touch with firms that he may secure their representation for 
the sale of general merchandise. Catalogues and price lists 
are requested. No reference offered. 

34139.—A commercial agent in Belgium desires to secure 
an agency on commission and the consignment of goods for 
the sale in large quantities of industrial supplies and agri- 
cultural products. Reference. 

34140.—Catalogues and price lists, with discounts, of 
pumps, hardware, paints, and varnishes are requested by a 
tirm in China. Shipping weights, measurements, and quota- 
tions c. i. f. Hongkong should be given, or quotations f. o. b. 
American port. No reference offered. 

34142—A firm of commercial agents in India desires to 
secure the representation of manufacturers and exporters 
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for the sale of hardware, metals, etc. Quotations should be 
given c. i, f. Indian port. References. 

34128.—A commercial agent in South Africa desires to 
secure the sole agency for the sale in the Belgian Congo of 
hardware and tools. 

34130.—The representative of a mercantile firm in Eng- 
land is in the United States and desires to purchase or se- 
cure an agency for builders’ and cabinet makers’ hardware. 
Cash payments will be made. Reference. 

34134—An inquiry has been received from a man in 
England wishing to secure the representation of firms for 
the maintenance of a permanent exhibit of American goods, 
such as motor fittings of all kinds suitable for English motor 
cars, electrical goods, kitchen appliances, locks, tools of all 
kinds, trimmings for motor cars, farm and garden imple- 
ments, etc. References. 





Coming Conventions. 


Texas Hardware and Implement Association, Adolphus 
Hotel, Dallas, Texas, January 18, 19, and 20, 1921. A. M. 
Cox, Secretary, 1808 Main street, Dallas, Texas. 

Western Retail Implement, Vehicle and Hardware Asso- 
ciation, Kansas City, January 18, 19 and 20, 1921. H. J. 
Hodge, Secretary, Abilene, Kansas. 

acific Northwest Hardware and Implement Association, 
Seattle, Washington, January 18, 19, 20, and 21, 1921. E. E. 
Lucas, secretary, Hutton Building, Spokane, Washington. 

Missouri Retail Hardware Association, Planters Hotel, 
St. Louis, Missouri, January 25, 26, and 27, 1921. F. X. 
Becherer, secretary, 5106 North Broadway, St. Louis, Missouri. 

Mountain States Hardware and Implement Association, 
Brown Palace Hotel, Denver, Colorado, January 25, 26, 27, 
me W. W. McAllister, Secretary-Treasurer, Boulder, Col- 
orado. 

Indiana Retail Hardware Association, Athenaeum Hall, 
Indianapolis, Indiana, January 25, 26, 27 and 28, 1921. G. F. 
Sheely, Secretary, Argos, Indiana. 

Oregon Retail Hardware and Implement Dealers’ Associ- 
ation, Portland, Oregon, January 25, 26, 27, and 28, 1921. E. 
E. Lucas, secretary, Hutton Building, Spokane, Washington. 

Kentucky Hardware and Implement Dealers’ Association, 
Louisville, Kentucky, January 25, 26, 27 and 28, 1921. J. M. 
Stone, Secretary, Sturgis, Kentucky. 

American Society of Heating and Ventilating Engineers, 
Philadelphia, Pennsylvania, January 26, 27 and 28, 1921. 
— W. Obert, Secretary, 29 West 39th Street, New York 

ity. 

West Virginia Retail Hardware Dealers’ Association, 
Huntington, West Virginia, February 1, 2, 3, 1921. James 
B. Carson, Secretary-Treasurer, Dayton, Ohio. 

Nebraska Retail Hardware Association, Hotel Rome, 
‘Omaha, Nebraska, February 1, 2, 3 and 4, 1921. George H. 
Dietz, Secretary, Lincoln, Nebraska. 

Sheet Metal Contractors’ Association of Indiana, Feb- 
ruary 2, 3 and 4, 1921, Indianapolis, Indiana. Ralph R. 
Reeder, Secretary, 314 East Sixteenth Street, Indianapolis, 
Indiana. 

Wisconsin Retail 
‘Wisconsin, February 2, 3 and 4, 1921. 
‘tary, Stevens Point, Wisconsin. 

Oklahoma Hardware and implement Association, Okla- 
hhoma City, February 8, 9, and 10, 1921. W. B. Porch, secre- 
tary-treasurer, Oklahoma City, Oklahoma. 


Hardware Association, Milwaukee, 
P. J. Jacobs, Secre- 


The Michigan Retail Hardware Association, Grand 
Rapids, Michigan, February 8, 9, 10, and 11, 1921. Arthur 
J. Scott, Secretary, Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, 


North Dakota, February 8, 9, 10, and 11, 1921. C. N. Barnes, 
Secretary, Grand Forks, North Dakota. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
‘tion, Incorporated, Convention and Exhibition, Philadelphia 
Commercial Museum, Philadelphia, February 8, 9, 10, 11, 
nel Sharon E. Jones, Secretary, 1314 Fulton Building, Pitts- 
‘burgh. 

Illinois Retail Hardware Association, Hotel Sherman, 
‘Chicago, Illinois, February 15, 16 and 17, 1921. Leon D 
Nish. Secretary, Elgin, Illinois. 

California Retail Hardware and Implement Association. 
‘San Francisco, California, February 15, 16, and 17, 1921. Le- 
ay Se secretary, 1/2 Market street, San Francisco, Cali- 
fornia. 

Minnesota Retail Hardware Association, St. Paul Audi- 
torium, St. Paul, Minnesota, February 15, 16, 17, 18, 1921. 
H. O. Roberts, Secretary, Metropolitan Life Building, Min- 
neapolis, Minnesota. 

Ohio Hardware Association. Columbus, Ohio, Februarv 
15, 16. 17 and 18, 1921. Hotel: Headquarters, Deshler Hotel. 
Exhibition in Memorial Hall. James B. Carson, Secretary, 
Dayton, Ohio. 

New England Hardware Dealers’ Association, Mechanics’ 
Building, Boston, Massachusetts, February 21, 22, and 23, 1921. 
George A. Fiel, secretary, 10 High street, Boston, Massa- 
-chusetts. 

Michigan Sheet Metal Contractors’ Association, Hotel 


Durant, Flint, Michigan, February 22, 23, and 24, 1921. F. E. 
Ederle, Secretary, 1121 Franklin Street, S. E., Grand Rapids, 
Michigan. 

lowa Retail Hardware Association, Savery Hotel, Des 
Moines, Iowa, February 22, 23, 24, and 25, 1921. A. R. Sale, 
secretary-treasurer, Mason City, Iowa. 

New York State Retail Hardware Association, Roches- 
ter, New York, February 22, 28, 24, and 25, 1921. John B. 
ae 4 Secretary, 607 City Bank Building, Syracuse, New 

ork. 

South Dakota Retail Hardware Association, Sioux Falls, 
South Dakota, February 22, 23, 24, 25, 1921. H. O. Roberts, 
Secretary, Metropolitan Life Building, Minneapolis, Minne- 
sota. 

National Warm Air Heating and Ventilating Association, 
Cleveland, Ohio, April 19 and 20, 1921. Allen W. Williams, 
Secretary, Columbia Building, Columbus, Ohio. 

__Panhandle Hardware and Implement Association, Am- 
arillo, Texas, May 8, 9, and 10, 1921. Troy Thompson, Sec- 
— Treasurer, Dalhart, Texas. 

ardware Association of the Carolinas, Charlotte, North 
Carolina, May 10, 11, 12, and 13, 1921. W. Dixon, secre- 
tary-treasure: Charlotte, North Carolina. 

_ Southeastern Retail Hardware and Implement Associa- 
tion (composed of Alabama, Florida, Georgia and Tennes- 
see), Atlanta, Georgia, May 17, 18, 19 and 20, 1921. Walter 
Bane Secretary, 701 Grand Theater Building, Atlanta. 

eorgia. 


Retail Hardware Doings. 


Indiana. 
C. F. Alrgood will open a hardware store at North 
Manchester. 





Iowa. 
Lynch and Ash sold his hardware store at Conrad to 
D. M. Larson. 
Kansas. 

E. L. Maxwell of Iola, who traded for the Arbuckle 
Hardware store, will close out the entire stock. H. K. 
Waldorf of the Brooker Sales Company will be in charge 
of the sale at Blue Mound. 

The Ackerman Hardware Company is remodeling its 
building at Sedan. 

The Stewart implement and coal business was sold re- 
cently to C. D. Brunk and Son, at Maryville, who have 
taken immediate possession. 

Michigan. 

J. A. Root sold his hardware store at Ypsilanti to D. D. 

Webster and Ernest Campbell. 
Minnesota. 

J. F. Peterson bought a hardware store at Fergus Falls. 

John P. Becker of Northfield has purchased a hardware 
store. 

Hintze and Frudenmeir bought the Leo Hardware store 
at St. Clair. 

Missouri. 

H. C. Burton has purchased the hardware store of Henry 
Baum on the north side at Clinton. 

The firm of Stone and Burton Hardware Company has 
been changed to the Stone Hardware Company on east side 
of the square at Clinton, Mr. Burton having held his interest. 

A new hardware store has been opened at Bethany to be 
known as the Bethany Hardware store. Lloyd Brown is the 
owner, and Robert Phillips is manager. 

Jack Newport has purchased the building now occupied 
by the City Garage and will remodel it and have his stock 
of hardware there as soon as possession can be given at 
Buffalo. 

Montana. 

S. A. Wheeler bought the interest of Mr. Sanderson in 
the Naylor and Sanderson hardware and plumbing business 
at Hamilton. 

The Malta Implement and Hardware Company is a new 
enterprise in Malta and will occupy the old Orpheum theatre 
building as soon as it is remodeled. W. F. Robertson is the 
manager and will handle a full line of the International 
Harvester machinery at Malta. 

Nebraska. 

Harvey Shaw sold his hardware store at 
Fred and Charles Haase. 

Seidl and Ebbe traded their hardware 
farm of Nate Anderson at Pittsville. 

New Mexico. 

Edward Hart has reentered the hardware business, hav- 
ing purchased the stock of C. Weisskopf’s, next door to the 
Gallup laundry at Gallup. 

Oklahoma. 

J. P. Price Hardware and Implement Company of Che- 
cotah has been chartered with a capital stock of $5,000, in- 
corporators are J. P. Price, A. J. Martin, both of Checotah. 


Atkinson to 


store for the 
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Automotive Accessories Jobbers Hold Convention in 


St. Louis and Affirm Faith in Return of Prosperity. 


The Buying Power of the United States Was Never Greater 
Than It Is Now, Providing Confidence Can Be Encouraged. 


That the present price fluctuations and the conse- 
quent uncertainty of business conditions are the re- 
sult of a state of mind rather than a state of things is 
‘he conclusion reached by the Third Annua! Conven- 
iion of the Automobile Accessories Branch of the Na- 
tional Hardware Association of the United States, 
which was held November 30 and December 1, 2 and 
3, 1920, ‘n the Coliseum, St. Louis, Missouri. 

An analysis of the indispensable requirements of 
the American people as to practically every industry 
of the country readily discloses the fact that there 
has been and is no lessening of fundamental demand. 

In view of the truth that demand stimulates pro- 
duction of supply, there is no reason for the pessi- 
mistic inference that we are facing a long period of 
depression. 

We shall pass through the present stage of -busi- 
ness with a speed and sureness which is measured in 
terms of public confidence, 

That is to say, representative bodies of business men 
in their conventions can exert the influence upon gen- 
eral opinion which will restore confidence and permit 
the resumption of normal processes of production 
and distribution. 

The Automotive Accessories Jobbers, in their Con- 
vention at St. Louis, took this into account and 
pledged themselves to do their share toward hastening 
the necessary psychologic readjustments. 

Tuesday, November 30, 1920. 

The Convention was called to order by A. H. De- 
catur, of Boston, Massachusetts, President National 
Hardware Association, who said in part: 

“Personally I look forward to at least a normal busi- 
ness in 1921, and I fail to see why we should not 
have it. 

“I think perhaps I would feel more strongly than 
I do if I had not in the past 24 hours had my ears 
open to what you can hear from all sides. 

“I came from Boston Sunday, leaving Boston at 
2 o'clock. I came with several manufacturers from 
Providence and some jobbers from Boston. Why, you 
would have thought that the manufacturers had been 
to a convention somewhere. I don’t suppose any of 
you have been to a convention recently, but those 
manufacturers that I came over with indicated that 
there had been. 

“If we discuss the situation, not only regarding 
hardware, but regarding mercantile business gener- 
ally, and paint the fixture black, it has its effect. I 
believe we should state things as they are. 

“We should give them a great deal of thought and 
then pursue our usual trend of business as if nothing 
had happened. 

“Why should we worry? I certainly think that is 
exactly what we should not do. We should not worry 
about the present situation. We know it is abnormal, 


and has been for several years. We know that it 
must return to somewhere near normal conditions. 

“Make up our minds that we are not going to worry, 
that we are going to pursue a policy which will en- 
able us to do business, as we have before, and IL 
candidly believe that at the next meeting of our associ- 
ation in 1921 you gentlemen will be hearing different 
stories from what you are hearing at the close of 
1920. 

“It is now my pleasure to turn the meeting over to 
Mr. A. H. Nichols, the Chairman of the Automobile 
Accessories Branch.” 

Chairman Nichols assumed the chair and addressed 
the Association in part as follows: 

“We all agree that there are many uncertainties to 
reckon with at the present time. Possibly you have 
heard of a panic, but we should remember that only 
two things have ever caused a panic, first, a lack of 
money, second, over-production—but we have nearly 
one-half of all the money in the world and our shelves 
are empty. 

“We should not look for the prices of 1913 or 1914, 
but neither should we expect to pay war prices today. 
It is, however, a time for us to be reasonable and just. 
The manufacturer, the jobber, and the retailer should 
cooperate with the one aim in view—to give better 
values. Labor, at present, is trying to do its part, but 
who can look upon a manufacturer as a true American 
who tells you his production has increased ten to forty 
per cent but claims he still is unable to reduce his 
prices. 

“There is an unlimited amount of prosperity ahead 
of us. Are we building upon a foundation that will 
carry this great load? 

“Let us carefully consider each move and place our 
cards squarely on the table, so that we will be able 
to have our goods delivered to the general public in 
a way that will forever establish their confidence.” 

Wednesday, December 1, 1920. 

The Chairman then introduced the Honorable Henry 
W. Kiel, Mayor of St. Louis, who delivered a thought- 
ful address of welcome. 

The Chairman then introduced Mr. H. G. Geller, 
Chairman of the St. Louis General Committee, hav- 
ing in charge the entertainment features. 

Mr. A. L. Shapleigh, of the Shapleigh Hardware 
Company of St. Louis, then addressed the association 
on the subject of “The Business and Financial Out- 
look for 1921.” 

Following the address of Mr. Shapleigh came a talk 
on St. Louis and its many advantages by Charles F. 
Hatfield, General Manager St. Louis Convention 
Bureau. 

The Chairman then called on W. H. Terstegge of 


Stratton & Terstegge Company, Louisville, Kentucky, 


who .said, among other things: 
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“We have had so much curtailment in production 
of automobiles that I look for some decline in prices 
of accessories, especially accessories which are not 
highly. advertised. 

“The. highly advertised accessories are in a very 
good position to maintain their prices, I believe. 

“Now during 1921 I think there is going to be a 
gradual readjustment of charges. I look for a large 
business during the coming year. During the month 
of October Ford has made a new record in the pro- 
duction—or output of automobiles, which would in- 
dicate that the accessory business in another year is 
bound to be fine.” 

R. O. Smith of the W. A. L. Thompson Hardware 
Company, Topeka, Kansas, then addressed the Con- 
vention. He said: 

“T believe that many of us are carrying too many 
parts in some lines; that we should eliminate certain 
lines. I believe by the elimination of certain lines it 
will help to bring back the volume of business that 








A. H. Nichols, Chairman Automobile Accessories 
Branch National Hardware Association. 


we formerly had. I believe that during the spring 
months of 1921 we are going to see very conservative 
buying. 

“T believe our success in 1921 will depend a great 
deal upon our manufacturers. We have been a little 
careless in our buying—in our anxiety to get mer- 
chandise. ° 

“We have not always looked at the quality of the 
merchandise we put in stock, and if we could get de- 
liveries of an item and it seemed to fill the selling bill 
for us we bought it, and we sold it because the cus- 
tomer also wanted the merchandise. I believe that in 
1921 we have got to ask the manufacturers to build 
better merchandise—put on a better finish on the mer- 
chandise, so that we can go out to our customers and 
sell it and have them satisfied. 

“A good many of our products during 1920 came 
to us very rough. Our castings were very rough. I 


believe we want more finished items—a better quality 
of items, and our volume for 1921 will be all right.”’ 

The Chairman stated that J. C. Stearns who was 
to speak was unable to be present, and that J. H. Faw 
of New York would speak in his place on the subject 
of “The Accessories Market from the Viewpoint of 
the Manufacturer.” 

Mr. Faw said that while generally speaking the 
price of basic or raw materials has been reduced when 
spoken of in terms of carloads, tons, bales and bushels, 
and this influence is of course helpful and effects a 
saving in the aggregate, when reduced to terms of con- 
crete items, the percentage is relatively small, since by 
analyzing an article which retails at $7.50, we find the 
actual saving on the raw brass therein, inclusive of 
scrap salvage, under I per cent of the selling price. 

“What are the other elements which justify the pres- 
ent prices?” he asked. “First, the transportation of 
all materials has increased 40 per cent within the last 
© months, and even the packages in which the goods 
are placed for shelving, to say nothing of the shipping 
containers, were practically doubled in cost during the 
inflation period, and today’s prices are no lower. 

“Labor is really the large factor in this equation, 
and while there have been some improvements notice- 
able during the last few months, it is yet comparatively 
small, the most important part of the change being 
the realization on the part of labor that it can not 
continue to demand high wages indefinitely and in dis- 
proportion to production.” 

The Chairman next introduced W. S. Isherwood, of 
the Champion Ignition Company, Flint, Michigan, who 
spoke on the subject of “The Present Condition of Ac- 
cessories Stocks.” 

Mr. Fernley, Secretary-treasurer National Hardware 
Association, addressed the meeting. He said: 

“Nature requires a rest once in a while. Business 
requires a rest occasionally, and may be in the past 
sixty days we -have been having a little rest, and it has 
done us good. Gentlemen, the resting period is al- 
most at an end. The best people that come in tell us 
that bright prospects for Spring business are to be ex- 
pected.” 

Mr. Ash: Mr. Chairman, the manufacturers do not 
expect a great many orders, but these manufacturers 
have on hahd a great deal of raw material and a good 
deal of which is paid for. What the manufacturers 
would like is to have the jobbers help them to keep 
their factories open, at least part of the time, until 
business in the Spring will require that they get back 
every man that has ever worked for them, to turn 
out the merchandise that we think will be needed in 
1921, because 1921 will absolutely require more au- 
tomobile accessories than have ever been used before. 
We have more automobiles in use now than ever be- 
fore, and I believe by the end of 1921 it will almost 
reach 10,000,000 cars. 

The second session of the Convention began at 10:15 
o’clock Wednesday morning. 

The Chairman introduced W. D. Biggers, President, 
American Hardware Manufacturers’ Association, De- 
troit, Michigan, who spoke on the subject, “The Gen- 
eral Outlook for 1921.” 

Mr. Biggers spoke in part as follows: 
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“New orders in all branches of trade and industry 
are small. In the meantime, all classes of merchants 
are selling from their stock on hand and gradually 
reducing their inventories. The effect may be that 
the merchants will find themselves with empty shelves 
and be unable to replace their merchandise as quickly 
as they need the goods—particularly if a buying move- 
ment should start early in the Spring. 

“A cleaning-up process will be a wholesome one. It 
will enable us to dispose of our over-stocks and reduce 
our inventories, and when the next buying movement 
takes place, our stocks should be cleaner and clearer 
than they have been for some time. 

“As we reduce our inventories, we naturally put 
more money in the banks and that, in itself, may be 
what is needed to bring us back to normal conditions. 
With greatly reduced inventories and with consider- 





W. D. Biggers, President American Hardware 
Manufacturers’ Association. 


able money in the banks, we may find shortly after the 
New Year: : 

“There are one hundred and five million people in 
this country who have to live and all of them will buy 
more or less of our commodities and merchandise and 
—in spite of the lower prices and curtailed trade—there 
will be a tremendous business, compared with previous 
years, although we can not expect this business to be 
up to the recent buying orgy of the past year or two. 

“Liquidation can be carried too far. There is such 
a thing as over staying the market. If we will have 
steadiness, sanity and confidence; if we will exercise 
common sense and ordinary business sagacity then 
the present disorganization should be followed in the 
first half of next year by good, active, healthy busi- 
ness at moderate profits which, after all, are the best 
for all in the long run.” 

The Chairman: Mr. Biggers, we appreciate the 
talk that you have given us. I think it was absolutely 
to the point. Coming from the manufacturers’ stand- 
point it was of great interest to us all, for it certainly 





must convince us that instead of looking for trouble 
it is our duty to look for the turn-over, and wake up 
our salesmen and also get your credit department 
headed for the prosperity that will come. I think pos- 
sibly that Mr. Babson’s statement that goods had de- 
clined 17 per cent referred more to other lines than 
to the hardware business. I believe that the hardware 
manufacturers have not suffered declines to that ex- 


tent. Possibly dry goods have gone to the extreme. I 
think manufacturers will agree that hardware has 


not declined 17 per cent. 

The next address was by Rivers Peterson, Editor 
of the National Hardware Bulletin, Argus, Indiana, 
who took for his subject, “Assisting the Retailer.” 

The Chairman thanked Mr. Peterson for his ad- 


dress and then called for remarks from Mr. D. D. 
Akers, of the King Hardware Company, Atlanta, 


Georgia, on the subject of, “Some of the Evil Results 
of Quantity Price Schedules.” 

The Chairman then introduced J. T. Donahue, rep- 
resenting the Moto-Meter Company, who spoke on the 
subject of “The Advantages of Quantity Price Sched- 
ules.” 

In answer to an inquiry by a delegate, who asked 
Mr. Donahue if he did not sell to mail order houses, 
Mr. Donahue replied that it was a rule of his com- 
pany not to sell to mail order houses, that if their 
goods had gotten into the hands of mail order houses, 
it must have been through jobbers to whom they had 
sold and these jobbers found it necessary to decrease 
an overloaded stock to ‘secure money and had felt 
obliged to accept orders from mail order houses. 

The Chairman then introduced S. Edward Rose, of 
Barker, Rose and Clinton Company, New York, who 
spoke as follows on the subject, “How Manufactur- 
ers Can Assist in Catalogue Compilation.” 

In commenting on Mr. Rose’s address, A. H. De- 
catur said: 

“There are many jobbers, I believe that issue cata- 
logs and put into their catalogs—I am speaking now 
of general hardware—many items which they do not 
stock. The customer may send in a mail order and 
he receives a letter back that the firm does not stock 
Why should any jobbér put into his 
I believe he 


those goods. 
catalog goods which he does not stock? 
is deceiving the merchant when he does that, and I be- 
lieve in our‘accessory catalog this year that I shall 
recommend putting into that catalog simply what we 
carry in our stock. [I am making that statement to 
bring out the other side from the manufacturer. If I 
can be convinced that it is better to put in the entire 
line, I am open for conviction.” 

After some further discussion gf the question, the 
Convention took a recess until the next morning, 
Thursday, December 2, at 9:45 o'clock. 

Thursday, December 2, 1920. 

Thursday morning’s session began with a discussion 
on the subject of “Developing the Dealer.” 

W. R. Hay of the Kelly-How-Thompson Company, 
Duluth, Minnesota, was the chief speaker on the topic. 

He was followed by Felix Van Cleef, of Van Cleef 
Brothers, Chicago, Illinois, who gave an address on 
“Stimulating Dealer Interests.” He pointed out the 
necessity of study of automotive accessories and said 
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that the hardware merchant needs education along these 
lines. 

“This is not intended as any reflection on the pro- 
gressiveness of the hardware merchant,” he said, “but 
rather is a tribute to his ability to absorb knowledge of 
the kind that he can turn into dollars and cents. No 
man needs to be ashamed to learn something about a 
subject that will add to his material wealth, to say 
nothing of his mental growth and contribute toward 
making a more valuable citizen and his store a more 
important institution for good in his community.” 

The subject of salesmen’s compensation was dealt 
with by F. J. Tenk of the Tenk Hardware Company, 
Quincy, Illinois. He declared it to be his judgment 
that the straight salary for salesmen who call on cer- 
tain trade regularly is unsatisfactory since it does not 
give the energetic salesmen with ability an opportunity 
to reap full benefit of his efforts, and with the indif- 
ferent and inefficient salesman the’ house generally 
pays him more than he is worth. 

An instructive talk on the Cash Premium was deliv- 
cred by Edward ©. Faeth of the Stove Supply Com- 
pany, Kansas City, Missouri. He affirmed it to be his 
opinion that the manufacturer who allows a cash dis- 
count has in practically every instance a greater turn- 
ever, a greater sales volume, than the maker of the 
same goods who does not offer such a premium. 

Friday, December 3, 1920. 

Ways for improving the method for distributing 
tires and tubes constituted the topic of the opening ad- 
dress of Friday morning’s session. F. R. Goodell, of 
the Converse Rubber Shoe Company, Malden, Massa- 
chusetts, outlined the system in use by his Company 
and stated that the arbitrary establishment of the re- 
tail consumer's list on his Company’s tires and tubes 
had been discontinued. 

The Chairman next introduced Glover S. Colladay, 
cf the Frank Colladay Hardware Company, Hutch- 
inson, Kansas, who spoke on the same subject from 
the point of view of the small jobber. 

He was followed by Mr. Shugart, President of the 
United States Tire Company, who said: “I believe 
if you go out and sell a dealer a stock of tires, that 
dealer is entitled to some protection: that you have 
no right after taking the dealers’ money to go out and 
pick the legs out from under him by selling another 
dealer tires at a discount of fifty cents on the dollar.” 

A plea for the cooperation of the manufacturers 
and jobbers in behalf of proposed legislation affecting 
automobiie owners which is coming up before the next 
session of Congress, was made by H. E. Patterson 

The convention adjourned with the singing of 
America by all the assembled delegates. 





Sell Tires by the Mileage. 

How do you sell an auto tire—price per tire or 
price per mile? 

There is a vast difference. Cost comparisons are 
in favor of the latter as the way to sell so far as ser- 
vice to your customer is concerned. 

In the tire center of the world, one of Akron’s “Big 
Four” has crack squads of tire builders who sign 
every tire they make and are held accountable for its 
service, If one comes back, the maker is penalized. 

Factory experts found by exhaustive tests that a 


certain change would add 2,000 miles per tire. 
Though it involved the expenditure of a fortune— 
$1,336,000—the change was made. 
Today car owners are saving $50,000,000 by the im- 
provement. 





Radiator for Water Cooled 
Motors Is Patented. 


Under number 1,355,900, United States patent rights 
have been granted to Rhenart Francis Erkens, New 
York City, for a radiator for water cooled motors de- 
scribed as follows: 

In a radiator for wa- 
ter cooled motors, the 
a tank 
for a body of water, 
located at the 
tank to 
cause a forced circula- 
tion of air through the 


combination of 


means 


rear of the 


body of water, a U- 
shaped air admission 


tube leading from the 








atmosphere inward 


through the upper cor- 





ners of the water tank and thence downward to the 
bottom of the body of water, said tube having at its 
lower portion a series of ports through which the air 
is caused to enter the water as a result of the action 
of the air forcing means, means providing for the cir- 
culation of water from the tank through the engine, 
and means to cause the delivery of the hot water from 
the engine to be effective near the bottom of the supply 
of water, 


Is Granted Patent Rights for 
an Auto Radiator. 

Harry Kaufman and Samuel Sciens, Hammond, In- 
diana, have procured United States patent office regis- 
tration, under number 1,355,835, for an auto radiator 
described in the following: 

In a radiator, the combination of 
a plurality of similar units assem- 
bled in reversed relation to form 
water passages between them, each 
unit comprising a strip of thin sheet 
metal of a width equal to the thick- 
ness of the radiator, said strip hav- 
ing transverse corrugations extend- 





ing from both its sides across its full width, alternate 
ones of said corrugations on one side of said strip 
projecting beyond the intermediate corrugations to 
form spacing members and the remaining corrugations 
on both sides of strip being of substantially the same 
depth as each other, said strip being folded with said 
spacing members extending toward each other and 
engaging intermediate ones of said corrugations on 
the inside of the folded strip, said units being held to- 
gether by solder, the corrugations on the side of the 
sheet away from said spacing members being flattened 
between the edge portions of the strip to form said 
water passages from top to bottom of the radiator be- 
tween adjacent units. ° 
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Advertising Help and Comment 


Send Us Copies of Your Advertisements. 
You Get Bigger Results by Advice and Suggestions. The 
Don’t Hesitate to Take Advantage of It. 


Service Is Free. 


Arbitrary spelling of familiar 
words is a device frequently re- 
sorted to for riveting the attention 
upon an advertised article. 

It is open to the objection, how- 
ever, that it may distract the notice 
of the reader from the thing to 
which it is designed to attract. 

In the first place, such arbitrary 
spelling runs counter to one’s edu- 
cation. 

At school we are drilled day after 
day in orthography. 

When we see a word misspelled, 
therefore, instinctively we correct 
it in our minds. 

To this extent the attention is 
turned aside from the: straight line 
leading to the goods. 

Anything which causes a break in 














they give satisfactory service. 
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the steady approach toward an ob- 
ject lessens the pulling powers of 
that object. 

In the case of the advertisement 
of E. H. Smith, reprinted here- 


We pride ourselves on our excellent stock of pocket kniyes, 
and we give careful attention in selecting them, becayse we 


know that a man or boy expects lots of use from his knife—the 
blades must be of the best steel and the handles well made, if 


That’s the kind of knife you will have if you purchase from us. 


EVERY KNIFE GUARANTEED 


E. H. SMITH, Hardware 





with from the Daily Democrat, 
Durant, Oklahoma, the deviation 
may be only momentary. 

Sut it is hard to determine in 
each particular instance how much 
weakening of the attention takes 
place as a result of the influence of 
the arbitrary spelling “Kleen Kut- 
ting.” 


Certainly, if the words were spelt ~ 


correctly as “Clean Cutting,” there 
would be no possibility of any pause 
in the process of reading and per- 
ceiving the message of this adver- 
tisement. 

It is one of the first requirements 
of good advertising to make one’s 
meaning plain and unmistakable. — 

Why, therefore, burden the copy 
with so doubtful a feature as spell- 














ing of this sort? 

The other wording of this copy 
is persuasively phrased. 

The advertisement as a whole 
could be strengthened by a frank 





Let Us Help 


quotation of prices or a statement 


of minimum and maximum prices. 
* a * 


As an example of convincing rea- 


soning in few words, the advertise- 





It Saves Fuel | Holding in the Heat 
Bet tS & tel om Range are calculated 0 bold heat 


5 use of asbestos where it belongs. The tue! that 
ulation (double the quanciry used in saves by prevenang the waste of “ 
and 


i 


CHIEF BOILER IRON RANGE 
Be eS a 


Lee Hdw. Co. 
Everything im Hardware and Implements 


ment of Lee Hardware Company 
shown herewith from the Decatur 
Daily Democrat, Deeatur, Indiana, 
is excellent. 

The first line, “It Saves Fuel 
Holding in the Heat,” is different 
from the usual phrasing of this 
idea. 

The advertisement, which occu- 
pied a space two columns wide by 
seven inches long, then proceeds to 
tell why the Round Oak range 
holds in the heat. 

The telling is done tersely, clear- 
ly, and without waste of words. 

It is a sturdy, convincing bit of 
copy—certain to result in satisfac- 
tory sales. 

* * a 


Talk to Your Trade. 


It is a blunder to talk at people. 

It is good merchandizing to talk 
to them. 

Make your advertisements chatty. 
Tell the folks what you have in 
your store and how the goods are 
sure to please them. 

Give them the idea that you want 
to be friendly and helpful to them. 
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Warm Air Heating and Ventilating 


Better Installations. 


How to Sell More Warm Air Heaters. 


Reports of Progress in Warm Air Heater Research Work. 


Ventilating Factories, 


Garages, 


Theaters, and Houses. 





TWO HUNDRED MILLION TONS 
A YEAR GO UP IN SMOKE. 


Speaking before the Woman’s City Club in Chicago, 
Osborne Monett of the United States Bureau of Mines 
said that 200,000,000 tons of coal gé up in smoke every 
year in this county. 

A way has been discovered to save a big percentage 
of the energy thus wasted. 

“Tt was a secret during the war,” Mr. Monett said, 
“but it’s going to be sprung now. All sorts of firms 
are working night and day on the proposition—a sim- 
ple matter of chemistry. 

“You take a ton of coal: the reason it smokes is that 
it contains too many carbohydrates. 

“By giving that coal a bath of hydrogen you release 
30 per cent of stuff pretty much like gasolene and the 
remainder is smokeless fuel. 

“In Germany during the war the people were not al- 
lowed to burn coal until it had gone through processes 
to release by-products needed in war, 

“T believe that we shall have the same sort of rule 
in the United States soon. Of the 600,000,000 tons of 
coal consumed in the United States annually 200,000,- 
000 tons go up in smoke.” 

“Most people,” he said, “start a fire with kindling 
on which they place the coal.. The gas in the coal does 
not get a chance to burn that way. It merely smokes. 

“Place your coals, one layer, directly on the grate. 
Then start your kindling on top of that. 

“The gas which comes out of the coal, rising, is 
ignited by the flame and you get a maximum heat in 
seven and a half minutes. 

“Coal we burn in our stoves is 45 per cent gas.” 





Shows Rule for Determining 
Proper Size of Furnace. 


Much has been learned about heat. 

But no accurate science has yet been developed with 
reference to heat. 

That is to say, we have not yet reached the stage in 
the study of heating systems where definite calculations 
can be made with the same degree of certainty as in 
astronomy. 

However, sufficient advancement has been made to 
enable us to determine with a fair degree of reliability 
some of the main requirements of a warm air heater. 

Thus, we are able to find out the size of the furnace 
needed for warming a house of given dimensions and 
structure. 

The first essential in this problem is to estimate the 
heat loss from the building per hour in the coldest 
weather. 


The total heat loss is divided by the heat units 
utilized per square foot of grate. 

To arrive at an approximation of the heat loss, the 
difference between the inside and outside temperatures 
is ascertained. 

Then, allowance is made for the thickness and char- 
acter of the material making up the walls of the house, 
the nature of the construction, the average amount of 
exposure to winds, and the numerical relation of the 
glass area of the walls to the total area. 

Taking for example, the temperature difference of 
seventy degrees the heat loss is approximated by mul- 
tiplying the outside wall surface by 20, glass surface 
by 85, adding these details and multiplying the: same 
by 1.5 for leakage and exposure to wind and by 1.10 
for the heat loss through the roof. 





Patents Temperature Regulator. 


Weston M. Fulton, Knoxville, Tennessee, assignor 
to The Fulton Company, Knoxville, Tennessee, a Cor- 
poration of Maine, has procured United States patent 
rights, under number 1,358,073, for a temperature 
regulator described herewith: 

In combination 
with a furnace and 

a draft regulator 
| therefor, a con- 
ductor of heat hav- 
ing one _ portion 
subjected to the 
heat of said fur- 
nace and a _ heat- 
|| dissipating portion 
+4 exposed to the air, 
and _ thermosensi- 
tive means subject- 
ed to an intermediate portion of said conductor and 
operatively connected to said draft-regulator. 





























Changed a Poor Installation 
To a Fine Job.. 


A couple of years ago, a warm air heating plant was 
installed in combined church and community house in 
a small town located in northwestern Illinois. 

The installer who took the job was a good salesman 
in the sense that he succeeded in making the sale of 
a well known warm air heater, but he fell down on 
two important points: 

First, he failed to make proper provision for suffi- 
cient air circulation. In other words, altogether too 
small an amount of cold air was delivered to the 
heater, which of course resulted in the failure of the 
plant to heat the building properly—in some places, 
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near the registers, the air was too hot for comfort, 
while in other parts of the room there was a decidedly 
chilly atmosphere. 

Second, the heater was located in one end of the 
building, thus necessitating several long pipes, almost 
horizontal, so that in order to force any warm air 
through them at all, the fire had to be kept red hot 
all the time, thereby wasting a lot of coal. 

The job was unsatisfactory, of course, and a bad 
impression as to the efficiency of warm air heaters in 
general was given to all the people who attended this 
church, but the installer failed to do anything to remedy 
conditions, although he attempted several times to 
make the plant operate to better advantage. 

One day a traveling salesman for the company 
which manufactures the heater used heard accidentally 
that there was trouble—not from the installer, but 
from a chance acquaintance. He went to the town, 
obtained permission from those in charge of the build- 
ing to examine the installation, made a rough sketch 
of the job, sent it to the engineering department of his 
company, secured a drawing showing changes deemed 
necessary, and these were made, with the result that 
the plant is operating very satisfactorily. 

There are several lessons of considerable import- 
ance to be drawn from this incident. 

The first is that the installer fell down on his job 
because he neglected to take full advantage—if any at 
all—of the offer of his company to furnish a complete 
layout of an installation which would give proper serv- 
ice at a reasonable cost. Practically all manufacturers 
of warm air heaters will be more than pleased to assist 
their dealer-installers in this matter. 

The second lesson is that when the job proved un- 
satisfactory, the installer again attempted to remedy 
conditions single-handed. If he had sought advice 
from the engineering department of his manufacturer, 
he would have received all the necessary data at once, 
without any expense, and the proper changes could 
then have been made without delay and further an- 
noyance to the users of the building. 

In third place, the installer finally gave it up as a 
bad job, thereby not only hurting his own standing but 
also hurting the chances for business of other in- 
stallers of warm air heating apparatus. 

The manufacturer in this particular instance showed 
the proper spirit in a very decided manner. He not 
only spent in actual cash outlay more than his profit 
on the heater installed, but in the time occupied in 
making new plans he invested an additional amount, 
in order that he might prove that, with proper instal- 
lation his warm air heater was really a highly satisfac- 
tory and efficient means for warming the building and 
furnishing sufficient fresh air. 





Knowledge Brings Profit. 


The better knowledge you have of your goods, the 
better you will know how to buy, and the more profit 
you will gain. 

The more knowledge a clerk has of the different 
lines, the better he will know how to talk them to the 
customers, the more sales he will make, and the more 
he will be worth to himself and to his employer. 





Make Your Advertising Help 
Your Customer. 


Generally speaking, the most profitable publicity is 
that which connects the service of the advertiser di- 
rectly with the needs of the customer. 

Dealers and installers of warm air heaters can apply 
this fact to their business and build up a fund of good 
will by printing a simple set of instructions on the 
care and operation of the furnace on all the circulars, 
cards, and other advertising matter which they send 
out to old and new customers. 

There are many such sets of instructions. One of 
the best which has gained wide currency in the trade 
is herewith appendéd: 

In operating a furnace, the fire should be thoroughly 
shaken once or twice daily, depending upon the outside 
temperature, but not so much as to cause the live coals 
to fall into the ash pit. 

The fire pot should be kept even full at all times, 
but if it is desired to check the fire-in mild weather it 
may be done by allowing the ashes to accumulate on 
the grate by shaking less frequently. 

If the fire has become low, a small amount of fresh 


‘fuel should be added and the drafts opened until it 


becomes ignited. 

The fire should never be shaken at such times, as it 
is likely to go out. 

The rate of combustion should be controlled largely 
by means of the ash pit slide, the smoke pipe damper 
being opened only just enough to produce the proper 
draft. 

The check damper should only be used for a short 
time after adding fresh coal or for checking the fire 
quickly in mild weather. 

The ashes should be removed every day or two, 
according to the amount of coal burned. 

The cold air box should be kept wide open except 
in very windy weather, as an abundant supply of fresh 
air is important to the proper working of the furnace. 

If the warm air fails to reach any particular room, 
close the dampers in the other pipes for a few minutes, 
until a flow has been established, after which they may 
again be opened. 

The smaller sizes of coal, such as “stove” and “egg,” 
give the best results under ordinary conditions. 





Gives Government Ruling on 
Inventory Values. 


Declining commodity prices call attention to a num- 
ber of important points in connection with the taking 
and valuation of invéntories and the preparation of 
Federal tax returns at the close of the year 1920. 

The Treasury Department has ruled that inventories 
may be valued by either of two methods, (a) Cost or 
(b) Cost or Market whichever is lower, but the method 
to be used at the close of 1920 must be the one adopted 
at the close of 1919, and no change of method will be 
allowed without permission from the Commissioner of 
Internal Revenue. 





There is no sense in worrying ourselves or others 
about the things which cannot be remedied. 
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Practical Helps for Tinsmiths 


No Two Jobs Are Exactly 
Metal Worker Has to Meet 
Send Your Problems to Us. 


Alike. Therefore, the Sheet 
Each Difficulty as [t Comes. 
Let Our Experts Help You. 





PATTERN FOR CONE ON 
HEPTAGON BALL. 


By O. W. Kothe, Principal St. Louis Technical Institute 
and Instructor in the David Rankin, Jr., School of Mechanical 
Trades, St. Louis, Missouri. Written especially for American 
Artisan and Hardware Record. 


A person is amazed at the multitiude of shapes and 
fitting that can be made out of sheet metal. We here 
have a fitting where the stem forms a part cylinder 
and part heptagon prism. 

The heptagon miters in gore fashion at the top, 
while the top part of cone is a built proposition and 


Observe on the one end of small end of taper, those 
sectional lines represent half true diameters, while the 
dotted lines in plan or large end represent the halt 
diameter through those points. 

So by picking the elevation lines, and using the hal 
diameters above mentioned, the diagram ‘ of true 
lengths are developed as shown. 

The pattern for gores of heptagon are set out first, 
so the girth along the edge can be used for the girth 
spaces of pattern “A.” 

This gore is set out, by picking the girth as 1-2-3-4 
from elevation line of plan, and set out on a line par- 





























Quarter Plan 
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Pattern for Cone 
must be laid out by triangulation. The lower side 
forms a cone mitering with the cylinder part “C.” 

So first draw the elevation and the full plan, filling 
in your lines, and miter lines as you see them. 

Next, with the aid of the quarter plan, develop the 
miter line between “C” and “B.” 

Then from the points in quarter circle 1-4 of eleva- 
tion drop lines into plan, thereby establishing the di- 
visional lines for intersecting the cone miter. 

From these points erect lines into elevation, and 
this makes the miter line “A” of cone and heptagon. 

Join the triangulating lines to these points and you 
are ready for determining the true lengths. 

True lengths are developed the same as all such 
lines, we have considered from time to time. 


on Heptagon Ball. 


allel to center line of plan. 

Develop the pattern as shown, and then use this 
pattern for setting out the half pattern “C.” 

To set out pattern for “A” use the girth spaces 
from the 2%” circle, and those in gore pattern as 
girth spaces. Then with the true length lines the pai- 
tern is set out as shown. 

The pattern “B” is set out the same as any ordinary 
conical fitting. Laps must be allowed extra for seam- 


ing or riveting. 





It is a salesman of the higher order who devotes 
his energy to the moving of old stock and “slow sell- 
ers.” Such a man is more than a clerk; he has the 


makings of a merchant. 
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The Bid Peddler Is an Enemy to Good Workmanship and 


Honest Material, and a Destroyer of Sincere Service. 


He Builds the Cheapest Kind of Houses and Has No Pride of 
Craftsmanship Nor Any Regard for the Ethics of Business. 


Written Especially for AMERICAN ARTISAN AND HARDWARE RECORD by J. C. Greenberg, 
Peoria, Illinois. 


(Copyright, 1920, by J. C. Greenberg.) 


The bid peddler is an animal which can be found in 
every town where there are houses going up. 

Now you know that where there are no houses, 
there is no town, so it follows that the bid peddler is 
all over. . 

I do not know of a greater menace than this indi- 
vidual is. 

He is of the contractor type who has no idea of 
service or quality. 

His mode of conduct is bad, 
and he is a poor proposition to 
place any faith in. 

You all know the fellow I 
mean. 





T= voice of the bid ped- 
dler is full of cajolery. It 
lulls his victim into a false 
sense of security. 


“T'll give you $25.00 more than Jim has bid, because 
I know you are able to do better work. So if you 
want to cut down to where I say, you can have the 
whole job.” 

This listens good, doesn’t it? 

You get a swelled head to think how well the “con- 
tractor” thinks of you, and the first thing you know, 
you take pity on the hypocrite, cut down to where he 
says the cut should be, lose 
money on the job, and your 
good friend the contractér 
laughs up his sleeve at the way 
he “put it over on you.” 

Do you blame him for laugh- 


Here is how he works his ; ing at you? 
game: - There is no honor and I don’t. You should be 
He builds houses to sell only. & and there is no profit in fol- laughed at. 


He does not care what he gives 
for the money, disregards all 
business ethics, and all in all 
‘he is built for “get” not give. 

The sheet metal man has long 
suffered from this affliction, and 
has lost a lot of money through 
him. 

He usually comes into your 
shop and talks furnaces or 
other work for say five, ten, or 
fifteen houses, and wants you 
to bid on the whole lot in a 
lump. . 

You, seeing a big job nibble 
at your door, become. anxious 
and bid your head off to land 
the job. 

You figure that on a quantity job you can shade the 
price a little because you “see” several smaller profits 
which goes to make one large profit. 

Well, you bid on the “lot” and feel pretty sure you 
will land the job because you have sailed pretty close. 

In a week or so this bid peddler comes to you and 
has this little stall for you: 

“John, I’m up against it on these furnaces. I’m 
between the devil and the deep sea. You know, John,, 
I like you awfully well, and I know that you do fine 
work—but, Jim bid on this lot of work just $85.40 
less than you did. 

“Now, John, I want to give you the job, because it 
will hurt me like sin to let Jim have it, but you know, 
John, ‘business is business.’ 

“Now I'll tell you what I’ll do, I want to show you 
that my heart is in the right place. 





spell disaster 


lowing the devious ways 
which he traces for his dupes. 

Alone and unaided the 
average contractor can not 
successfully defeat this wily 
enemy of businéss. 

Only through the concerted 
action of trade association 
can he be driven out of the 
ranks of honest men. 


His promises and flatteries 


signify the destruction of 
quality and service. 


SAN NAAN di AU 





Now listen, brother, you have 
had this happen to you at least 
once. 

Every man will bite once 
anyway. 

You will smile to yourself 
and say that I know something 
about this kind of business. Be- 
lieve me, I do. 

Let us analyze this kind of 
“contractor” and see just what 
kind of a profit killer he is. 

Let us see if you can earn 
more money by letting him 
alone. 

In the first place, let us see 
what kind of houses he builds. 

You will find as a general rule that he builds the 
cheapest kind of houses, which have the cheapest kind 
of material, and the cheapest kind of workmanship. 


He will not himself live in the house he builds. 

He builds to sell only. 

He does not build to serve. 

He is not particular what his victims get for their 
money just so he gets his. 

He has absolutely no pride in his work, nor has he 
that fine sense of business commonly called ethics. 

He gets all the sheet metal men who will bid on his 
work, to do so, then he begins to peddle the bids. 

He wiil cut down the lowest bid and lie to you in 
order to realize a few dollars of your legitimate profit. 

Neither you, nor I think much of a man who will 
lie for money. 

He will lie to his customer as he has lied to you. 

He actually has the gall to ask you to take part in 


because they 
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his scheming game. 

He wants you to place your reputation into a cheap 
profitless job. 

Can you, or any other sheet metal man afford to put 
your reputation into such class of work and come out 
with a whole skin? No. I reckon not. 

Even if you take the job at the figure that he said, 
and decide to do it, you have an idea something like 
this: 

“T’ll take the job, but I'll give him the cheapest kind 
of work possible. Dam ’f I’m going to lose any money 
on him.” 

So you accept the job, and start out to do a poor 
job for a poor price. You can not do a good job for a 
poor price—can you? 

Well, as soon as you get on this job, you at once 
begin to cheapen and ruin your reputation. 

You may not believe this, but let me assure you that 
the first act to a wrong deed starts a habit, and habit 
is mighty hard to break. 

On the other hand, this bid peddler claims to like 
you “awfully well.” 

If he really liked you and your work, and was a 
friend of yours, he would be glad to see you get a 
legitimate profit. 

Still, I guess he does like you “awfully” well. His 
liking for you is so awful, that he just hates to see you 
earn any money. Some friend I'll say. 

Please learn this by heart—it will do you a heap of 
good : 

Count success as lost— 
When the low descending sun, 
Shall shine on work that’s done at cost, 
And business done for fun. 


Now, then, on the other hand, what really is the fault 
with the bid peddler? 

What makes him what he is? 

In all justice to him, let us see what made him a 
pest. 

As an individual he may be all right. As a citizen, 
a husband and a father he may be O. K. He may be 
a good church and lodge member too. But he must be 
taught proper manners as far as his connections with 
the trade is concerned. 

He is sadly in need of education. He must be trained 
to do business in a business way. His mode of con- 
duct must be fixed that’s all. 

I personally believe that if he could not get a bid 
for sixty days he would be trained for life. 

Here is how it would work out: 

Suppose you bid on a job at a fair price, and he 
wants to cut out your profit, all you want to do is to 
refuse to work for nothing. 

Yes, brother, it is easy to say, but it takes real busi- 
ness courage to do it. 

If you have courage you will save money. 

If you have fear, you will owe money. 

Which do you want? Let me tell you, brother, it 
takes a heap of nerve to turn away a job, but there is 
a lot of good sense in refusing to lose money. 

Isn’t this the truth? 

Mr. Bid Peddler does not care for self respect, or 
for the respect of others. This is his funeral. 

But when he deliberately asks. you to help him skin 


somebody else as well as yourself, it certainly is rub- 
bing it in. 

In your business as a sheet metal man, you must 
have self respect. 

You must have the respect of your fellow citizen. 
Without these, you are a lost sheep. 

Please consider that if you lose your, reputation, the 
bid peddler can not furnish you with a new one, be- 
cause he has no reputation to spare. You are the 
loser. 

So look out for this kind of jobs. 
ask you to do is a good job. 

He dare not ask you for your reputation. 
not be sold, because it can not be bought. 

Keep away from cheap, unprofitable jobs, and from 
cheap, flattering contractors. 

This kind of bid peddler will soon be out of business 
if you sheet metal men will do your duty to yourself 
and your associates. 

Always remember that the end of every hog is the 
slaughter. 

The cheap bid peddler will meet his slaughter sooner 
or later, but go he must. 

Now I do not say that bargaining is not business. 
But I do say that lying is bad business. 

Flattery is bad and dangerous business. 

Cheapness is bad business. 

Price cutting is poor business. 

Any time a contractor wants you to stake your repu- 
tation and cut your profits, he asks you for all you 
have. 

No man has a moral right to ask this of you at any 
price. 

If you are a courageous and business-like sheet metal 
man, you will at once refuse to bid for such class of 


All a man dare 


It can 


trade. 

All sheet metal men should refuse to bid on un- 
profitable work. Do this for 60 days, and you send 
the hog to the slaughter. 

But as I have said, it takes courage. 

Let me illustrate to you what courage is. 
a live example: 

Joe Aubry has a busy sheet metal shop up in Flint, 
Michigan. 

I was in there on business, when a customer called 
in to pay his bill. The bill was $11.01. The customer 
asked Don Aubry (Joe’s brother) what the one cent 
was for, so Don just answered simply: 

“That is what your job figures out at.” 

Did he cut out the one cent? He did not. 

The customer was sore, but he paid. 

I asked Don if he was not afraid to lose a customer, 
so he answered me like this: 

“No man is a customer that wants my profit. That 
cent is mine. I worked for it and earned it. He had 
no right to ask me for it.” 

Gentlemen, this is courage. 

Some of you readers will doubt this story, but just 
drop a post card to Aubry, and find out for yourself. 

His address is just Aubry’s Tin Shop, Flint, Michi- 
gan. 

It is not the cent involved, it is the principle of the 
thing. 

Let us eliminate this mean business giver who will 
not give us a legitimate profit. ° Are you on? 


Here is 
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Special Punch and Die Save 
Time and Material. 


The cost of attaching slips to heating and ventilat- 
ing pipes and ducts can be greatly reduced by the 
aid of a special 
punch and die for 
use with the Park- 
er No. XX Punch. 

This is an addi- 
tion to the line of 
Parker products 
made by the Parker 
Supply Company, 
781 East 135th 
Street, New York 
City. 

It is a triangular 
shaped punch and 





—_ 
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The Parker No. XX Punch. 
cie which pierces several thicknesses of metal and 
leaves the displaced material at one end. 

By hammering down the displaced material, the need 
of rivets is dispensed with and a firm attachment is 
secured. 

Another advantage of the new device is that it does 
away with the necessity for punching holes where 
rivets are used. Also it eliminates the labor of a man 
required in setting the rivets. 

According to the manufacturers, one man using this 
tool can attach as many slips in an hour as a man with 
helper can attach in a whole day, when riveting plan is 
followed. 

Another advantage of the new special punch and die 
for use with the No. XX Parker Punch is that it may 


_ be taken along on the job and employed in attaching 


the slips as the work is being done. 

Full particulars and prices can be secured by writ- 
ing to the Parker Supply Company, 781 East 135th 
Street, New York City. 





Michigan Sheet Metal Locals 
Keep Members Interested. 


The best proof of the value of a trade organization 
is its power to attract and hold new members. 

The various locals of the Michigan Sheet Metal 
Contractors’ Association are giving continuous evi- 
dence of this fact in their success in maintaining in- 
terest in their meetings. 

For example, the meeting of the St. Joseph Valley 
Sheet Metal Contractors’ Association, which was held 
in the store of the Benton Sheet Metal Works, Benton 
Harbor, Tuesday evening, November 30th, was sig- 
nalized by taking in three dealers from Benton Harbor 
and one from St. Joseph. 

The firms from Benton Harbor who joined this 
Local are D. T. Burrows, C. W. Darrow, and Benton 
Sheet Metal Works. The new firm from St. Joseph 
is G. Bluschke. 

Chalk talks on overhead expense and related topics 
were given by Frank E. Ederle, Secretary Michigan 
Sheet Metal Contractors’ Association, and proved im- 
mensely interesting, especially to the new members. 

The next meeting of the St. Joseph Valley Sheet 


Metal Contractors’ Association will be held Tuesday 
evening, December 21st, at which time it is hoped to 
have firms from Decatur, Marcellus, and Berrien 
Springs represented. 

The new organization is fortunate in having for its 
secretary D. M. Hinckley of Dowagiac. Although he 
is extremely busy with the affairs of his trade, he c&n- 
trives always to find ample time to give prompt and full 
attention to association matters. 

Fred Hossie, Chairman Publicity Committee for the 
State Convention at Flint, Michigan, makes the an- 
nouncement that the Chamber of Commerce of that 
city will entertain all visiting delegates with a trip 
through the great Buick factories. The various local 
committees will also be helped by the Chamber of Com- 
merce in making the Convention the most successful 
ever held by the organization. 





Announces Price Reduction. 

In pursuance of its policy to give dealers every pos- 
sible benefit of market fluctuations, F. Meyer and 
Brother Company, Peoria, Illinois, announces a price 
reduction on all pipe, tin, galvanized and black iron, 
single and double. 

This price reduction amounts to thirty per cent off 
list, and is made to conform with the price reduction 
of tin plate and sheet metals. The Company announces 
that it is dropping right to the very bottom on furnace 
pipe. 





Gives Formula for Cleaning 
Brass and Copper. 

To clean brass the application of olive oil and very 
fine tripoli, followed by a washing with soap and water, 
is one method of polishing and preserving the bril- 
liancy. 

Another way to clean brass is to rub the surface of 
the metal with rotten stone and sweet oil, then rub 
off with a piece of cotton flannel, and polish with soft 
leather. 

A solution of oxalic acid rubbed over tarnished brass 
soon removes the tarnish, rendering the metal right. 

The acid must be washed off with water, and the 
brass rubbed with whiting and soft leather. 

A mixture of muiatic acid and alum dissolved in 
water imparts a golden color to brass articles that are 
steeped in it a few seconds. 

The government method prescribed for cleaning 
brass and its use in all the United States arsenals, is 
claimed to be the best in the world. 

The plan is to make a mixture of one part com- 
mon nitric and one-half part sulphuric acid in a stone 
jar, having also ready a pail of fresh water and a box 
sawdust. 

The articles to be treated are dipped into the acid, 
then removed into the water, and finally rubbed with 
of sawdust. 

This immediately changes them to a brilliant color. 
If the brass has become greasy, it is first dipped in 
a strong solution of potash and soda in warm water. 
This cuts the grease, so that the acid has free power 
to act. 

To clean copper, take one ounce of oxalic acid, six 
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ounces of rotten stone, one-half ounce of gum arabic, 
all in powder, one ounce of sweet oil and a sufficient 
quantity of water to make a paste. 

Apply a small portion and rub dry with a flannel or 
leather. 

Another way to clean copper is to use soft soap and 
rotten stone, made into a stiff paste with water, and 
dissolved by gently simmering in a water bath. 

Rub on with a woolen rag, and polish with dry 
whiting and rotten stone. Finish with a leather and 
dry whiting. 





Muskegon Sheet Metal Local 
Dines on Chicken. 


The numerous half portions of fried chicken and 
escalloped potatoes served to the members of the 
Muskegon Local of the Michigan Sheet Metal Con- 
tractors’ Association on the evening of December 6, 
1920, in Occidental Hotel, Muskegon, were so savory 
and satisfying that it would be a shame to call the din- 
ner a banquet. 

Only those who have been obliged from bitter ex- 
perience to eat a substantial meal before attending a 
banquet realize the significance of the foregoing state- 
ment. 

Frank E. Ederle of Grand Rapids, Michigan, Sec- 
retary of the State Association, gave a lengthy talk 
on Overhead, which drew the closest attention from 
every one present. 

A plea for enthusiasm and individual effort in the 
promotion of the forthcoming State Convention at 
Flint, Michigan, was made by Thomas I. Peacock, 
Michigan Sales Representative of R. J. Schwab and 
Sons Company, Milwaukee, Wisconsin. 

He placed particular stress upon the benefits to be 
derived from the highly instructive sessions which have 
been planned for the Convention. 

Those present at the Muskegon meeting were: Peter 
i.. Cloetingh, John Bos, Peter Feltman, Fred Smith, 
William B. Cramer, F. D. Kleinheksel, J. W. DeVries, 
A. N. Grant, Freye Brothers, Thomas I. Peacock, 
rank Daly, President, and Frank Ederle, Secretary 
Michigan Sheet Metal Contractors’ Association. 





Explains Process of Retinning 
Copper Articles. 

Make the copper chemically clean by washing with 
a saturated solution of zinc in muriatic acid, the acid to 
be weakened with water to half strength after the dis- 
solving of the zinc. 

Heat the copper vessel and pour in a small quantity 
of metal, of tin one part, lead one part, and shake or 
tip the vessel until the tinning runs over the parts. 

Or wipe the melted tin over the bare places with a 
cotton canvas pad. 

Another good way is thoroughly to clean the article 
with sand and oxalic acid, and tin with a large copper 
soldering iron, using chloride of zinc and sal ammoniac 
(soldering fluid) for flowing the tin. 

It can also be done by heating the vessel and flush- 
ing melted tin over the surface, first sprinkling it with 
powdered, resin. 

You may succeed in this after a few trials. 


Presents New Expanded Metal 
Corner Bead to the Trade. 


With characteristic enterprise, the Milwaukee Cor- 
rugating Company, Milwaukee, Wisconsin, is now 
marketing to the trade an innovation in corner beads. 

The Number 1 Bead, shown herewith, is designed 
for the outside or exposed angles of the plastered wall. 





Number 1. Expanded Metal Corner Bead. 


The nose of the bead is similar to other corner beads, 
but the diamond mesh flanges or wings, are a radical 
departure from the solid members heretofore* uni- 
versally used. 

This bead affords a perfect union at corners with 
any kind of construction. It has the same grip on 
the plaster as metal lath. 

The mortar hugs the nose of the bead closely, filling 
the corner solidly and doing away with the inert metal 
heretofore present in all beads and which contributed 
weakness rather than strength to the corner. 

The diamond mesh of Expanded Beads reintorces 
the corner solidly, and any shock experienced by the 
nose of the bead is immediately transmitted through 
the walls in all directions, without injury to the corner. 

The unusual width of the web of the Expansion 
Beads—about three inches, permits their being fastened 
in any position without the use of clips, and they may 
be readily wired, stapled, nailed, or stuck to any kind 
of building material, at points which offer the most 
convenient and stable attachment. 





Number 2. Expanded Metal Corner Bead. ° 


The Number 2 Expansion Bead is designed for in- 
ner angles of the wall. It has the same diamond ex- 
panded construction as the Number 1 Bead, but with 
the wings reversed. The nose affords grounds for 
the plasterer to work to. 

Both beads are made in 8, 9, 10, and 12 foot lengths, 
thus presenting an unbroken link between walls. They 
are made from galvanized open hearth sheets and are 
delivered crated in 1,000 foot lots. Weight, approxi- 
mately 240 pounds to the crate. 

This new bead is manufactured by the Milwaukee 
Corrugating Company, Milwaukee, Wisconsin, who 
lave erected special machines for its manufacture and 
applied for patents for their protection. 
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Instructive Notes and Queries 


The Service of This Information Bureau Is Free to 
Our Subscribers and They Are Urged to Use It Freely. 





ONE HUNDRED AND TWENTY 
YEARS OF COPPER. 


At the beginning of the 19th century the world’s 
consumption of copper is put at 15,000 metric tons, 
but the gradual increase in the use of the metal, largely 
through the development of electric power transmis- 
sion, made new sources of supply necessary, and dur- 
ing the following hundred years copper ore fields were 
developed in very many directions. 

The total production for the 19th century has been 
estimated at 10,240,000 tons, whilst that of the first 
decade of the 20th century is put at 7,333,000 tons, this 
great advance being brought about by the improve- 
ments in mechanical concentration. 

It is estimated that the production for the present 
decade will exceed 10,000,c00 tons, or something like 
the total output for the whole of the 19th century. 

Meanwhile, the world’s consumption in 1917 is put 
at 1,500,000 tons, but, of course, most of this was for 
war material, and it now remains to be seen whether 
peace uses will take care of existing production. 

The remark is made that “whether the future supply 
will equal the demand there is not sufficient data to de- 
termine,” but there is no need yet to worry about that! 





Describes How to Clean 
Waste Solder. 


First melt all and then scrape off the dross which 
will naturally rise to the top. 

Then add a small proportion of sulphur, say half 
an ounce to one hundred pounds of mass. 

When this is completed, an analysis should be made 
to determine how much of each metal there is; tin, 
lead and zinc. 

The amount of zinc, provided it is small, should be 
ignored, and the proportion of tin and lead be made 
fifty-fifty, by adding either the virgin pig tin or pig 
lead as the case may be. 


Gives Method of Cleaning 
Soldering Coppers. 


The modern method of cleaning soldering irons is 
quickly to dip them, while hot, into a cleaning liquid, 
which often is composed of just water and sal am- 
moniac. 

It has, however, been found that the coppers 
“smoke” excessively when this liquid is employed. 

So, some workmen use water and boiled acid in the 
proportion of say one of acid to five of water. 

The objection to this liquid is that it soon eats small 
holes in the coppers. 

But, it is to be remembered, tat eventually happens 
no matter what solution is used. 





Nickeloid Sheets. 

From Henry M. Hastings, Lexington, Illinois. 

Please advise where I can buy nickeloid sheets for 
covering kitchen cabinets, tables, and the like. 

Ans.—Merchant and Evans Company, 347 North 
Sheldon Street, Chicago, Illinois; American Nickeloid 
Company, Peru, Illinois. 

Copper and Aluminum Coils. 


From H. E. Fendring, 1238 East Third Street, Pomona, 
California. 


Kindly give me the address of manufacturers of cop- 
per coils of light material, from two to four inches in 
diameter, also manufacturers of aluminum coils. 

Ans.—1. Gerdes and Company, Incorporated, 42 
Church Street, New York City;: Philadelphia Pipe 
Bending Company, 4135 North Fifth Street, Philadel- 
phia, Pennsylvania; Imperial Brass Manufacturing 
Company, 524 South Racine Avenue, Chicago, IIli- 
nois; Hamilton Copper and Brass Works, Hamilton, 
Ohio, make copper coils. 2. E. B. Badger and Sons 
Company, 75 Pitts Street, Boston, Massachusetts; 
Charles A. Roos, 429 East gist Street, New York City, 
manufacture aluminum coils. 

Ozone Air Conditioner. 


From Sheet Metal Products Company, 410 West Lake 
Street, Minneapolis, Minnesota. 


Can you advise where we can purchase the Ozone 
air conditioner described in your issue of November 
27, 1920? 

Ans.—Air Conditioning and Engineering Company, 
St. Louis, Missouri. 

Copper Conductor Pipe Elbows. 
From Otto Schuman, Wisconsin Rapids, Wisconsin. 

I would like to know who makes pressed or stamped 
copper conductor pipe elbows. 

Ans.—C. G. Hussey and Company, 2850 Second 
Avenue, Pittsburgh, Pennsylvania; Friedley Voshardt 
Company, 733 South Halsted Street, Chicago, Illinois. 

Livingston Bulldog Radiator. 
From Otto Schuman, Wisconsin Rapids, Wisconsin. 

Kindly advise who makes the Livingston Bulldog 
combination radiator and stream line hood. 

Ans.—Livingston Radiator Corporation, 205 West 
75th Street, New York City. 

Corrugated Asbestos Paper. 


From Howard Swanger, 2082 South Washington Street, 
Marion, Indiana. 


Please tell me where I can obtain corrugated as- 
bestos paper for covering pipes. 

Ans.—Asbestos Products Company, 220 South State 
Street, Chicago, Illinois. 

Ozone Air Conditioner. 
From John Huss, Mendota, Illinois. 

Will you kindly give me the name of the manufac- 
turer of the Ozone air conditioner, de8cription of which 
appeared in the ArtisAN November 27, 1920? 

Ans.—Air Conditioning and Engineering Company, 
St. Louis, Missouri. 
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Illustrations of New Patents 


Watch This Page. Keep Yourself Informed Concerning 
Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 





1,350,996. Clothes Washing Machine. John Ne- 
grescou, Chicago, Ill. Filed October 4, 1918. 

1,357,017. Ironing Board. Gridley Adams, Chicago, 
Ill. Filed January 12, 1920. 

1,357,026. Shaving Stick. Robert Brown, Donagh- 
more, Ireland, Filed January 22, 1919. 

1,357,030. Circular Saw. Alfred M. Currier, Aber- 
deen, Wash. Filed July 23, 1919. 

1,357,041. Drill Stand, Eugene Carl Fritch, Sche- 
nectady, N. Y. Filed May 7, 1919. 

1,357,042. Boring Tool. Emil Gairing, Detroit, 
Mich. Filed August 8, 1919. 

1,357,051. Coffee or Tea Pot. Joseph Heinrichs, 
New York, N. Y. Filed March 21, 1919. 

1,357,104. Coal Scuttle and Implement Carrier. 
Maude E. Lightfoot, Phoenix, Ariz. Filed March 7, 
1919. 

1,357,121. Clothespin. William B. C. Sasse, Spear- 
fish, S. D. Filed January 20, 1919. 

1,357,123. Tool Holder. Guy Evert Smith, Okla- 
homa, Okla. Filed September 23, 1919. 

1,357,129. Flour Sifter. James F. Trumbo, Pueblo, 
Colo. Filed May 25, 1920. 

1,357,131. Plate Lifter. Lewis R. Turner, Sr., 
Magnolta, N. J. Filed April 17, 1920. 

1,357,137. Combination Cane Stripper and Knife. 
James W. Barwick, Pinepark, Ga., assignor to Mark 
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A. Palmour, Atlanta, Ga. Filed Dec. 29, 1919. 

1,357,143. Ash Sifter. Patrick Joseph Brennan, 
Tuxedo Park, N. Y. Filed March 31, 1920. 

1,357,155. Device for Fruit Preserving Jars. Rosetta 
America Dinkins, Fresno, Calif. Filed April 2, 1919. 

1,357,162. Shutter Hanger. Chesley T. J. Giles, 
Greenville, S. C. Filed April 29, 1920. 

1,357,171. Ladder. Charles W. Krathwohl and 
John F. Coveny, Chicago, Ill., assignors to Krathwohl 
Manufacturing Company, a Corporation of Illinois. 
Filed October 4, 1919. 

1,357,182. Stove. William E. Peters, Brownfield, 
Texas. Filed February 7, 1919. ; 

1,357,204. Valve Tool. Edward W. Sheibley, New 
Washington, Ohio. Filed December 29, 1919. 

1,357,323. Measuring Instrument. Fernando Oscar 
Jaques, Jr., Providence, R. I. Filed April 24, 1920. 

1,357,353. Can Cover Remover. Harry B. Siegmund, 
Baltimore, Md. Filed February 7, 1920. 

1,357,359. Trench Cutting Tool. Richard A. Specht, 
Rochester, N. Y., assignor of one-fifth to Frank N. 
Sanderson, Rochester, N. Y. Filed March 15, 1920. 

1,357,377- Cherry Seeder. Henry B. Brand, St. 
Louis, Mo. Filed Sept. 20, 1919. 


1,357,393. Clothes Hanging Means. Frederick A. 


Curtis, Toledo, Ohio, assignor of three-fourths to John 
C. Will and one-fourth to Albert Wanner, Toledo, 
Filed December 16, 1918. 


Ohio. 


























1,857,137. 
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Weekly Report of the Markets 


General Conditions in the Steet Industry. 


Review of 


Prices and Tendencies in Sheet Metals, Pig Iron, etc. 





PRICE DECLINE IS BECOMING 
GENERAL IN STEEL TRADE. 


It is anticipated that all of the independent mills will 
reduce the price of all their iron and steel products 
with the possible exception of pipe and rails to the 
leading interest’s level within a very short time and in 
some quarters. a drop below this level is anticipated. 

At the level of: the leading interest many of them 
are losing money and drastic cuts in production costs 
must ensue, 

A reduction in wages of the iron and steel workers 
is imminent. The manufacturers are demurring about 
naking such cuts before the cost of living comes down, 
but they will not manufacture at a loss and the whole- 
sale curtailment in production the past month is put- 
ting the men in the right humor to accept such a move. 

The leading manufacturer of rivets in Cleveland and 
other independents in Pittsburgh and other districts 
reduced prices last week on structural rivets to 4,50 
cents and on boiler rivets to 4.60 cents, Pittsburgh 
base, without awakening any interest on the part of 
buyers. 

Other rivet makers claim that they have always ad- 
hered to the prices of the corporation and that reduc- 
tions on their part are impossible. 

It is estimated that the November output of steel 
ingots will be about 3,400,000 tons, a decrease of 143,- 
©oo tons from the October output. 

It is also estimated that the unfilled tonnage on the 
books of the United States Steel Corporation as of 
November 30 will show a decrease of some 600,000 
tons. 


Steel. 


Steel rails, wire rods and wrought iron and steel 
pipe have so far weathered the storm of price reduc- 
tions. “ 

Wire rods are still bringing $57 for ordinary carbon, 
while pipe makers are still heavily booked on both mer- 
chant pipe and oil country goods. 

Although most of the new rail business being booked 
is going to the subsidiaries of the United States Steel 
Corporation at their low price, independents are un- 
able to meet the competition without a loss and thus 
far have maintained their high level. 

There are intimations of late, however, that a re- 
duction is contemplated, but no announcements as yet. 

On the other hand, cold finished bars have dropped 
some $8 a ton below the corporation level to $30.60. 


Copper. 

The material improvement in copper brought about 
last week by the advent of consumers in the market 
to cover their requirements has continued over into 
this week and producers are still selling in quantity. 

The price is 14 cents for deliveries through the first 





quarter, but some metal is passing hands in the out- 
side market at 13.75. 

This is an improvement over the 13.50 cent price that 
prevailed the first part of last week in the outside mar- 
ket and a quotation of 14 cents put out by the large 
producers in anticipation that they would have to make 
further reductions to stimulate business. 

The November output of the Miami Copper Com- 
pany was 4,505,232 pounds, while that of the Phelps 
Dodge Company was 8,168,000 pounds. 

The East Butte Smelter produced 1,658,860 pounds 
of copper and 62,564 ounces of silver in November, 
as against 1,626,980 pounds of copper and 57,150 
ounces of silver in October. 

The Shattuck-Arizona Mining Company has been 
curtailing output more and more for some time past 
and it is expected that by the end of the present year 
mining operations will have been discontinued with 
tle exception of some development work. 

li is reported from Butte, Montana, that the Leonard 
mine, one of the largest producers of the Anaconda 
Copper Mining Company shut down last Saturday, 
affecting thereby some 400 men. 

This property was hoisting some 2,000,000 pounds 
of copper daily, and taken together with previous cur- 
tailments in other properties, it leaves the present out- 
put of the Anaconda at approximately 40 per cent of 
capacity. A wage reduction is not far off. 

In the Chicago market there has been a decline of 
I cent per pound for copper sheet, mill base, the price 


/ 


now being 22% 


Tin. 

The domestic tin market is unsettied and low prices 
are being made on special lots against which there are 
no buyers unless the price is particularly attractive. 

Twenty-five tons Straits tin for February delivery 
was sold on the Metal Exchange in New York on Mon- 
day at 34.75, which is about 114 cents per pound less 
than sellers’ ideas on the preceding Friday and Sat- 


cents per pound. 


urday. 

Futures were offered at 35 cents per pound as 
against 36 and 36% cents, asked ai the close of the 
week. 

Spot tin also has been offered down to 34% cents per 
pound, but these are all special lots and not for Lon- 
don account and the market may close much higher 
in each position if the lots are taken off the market. 

A stiffening of prices toward the end of this week 
was manifested in the Chicago market, and pig tin 
went up from 3634 cents to 39% cents per pound, 
while bar tin increased from 3834 cents to 41% cents 
per pound, 

The foreign market is characterized as distinctly 
speculative at present and the reactionary tendency 
there will encourage buyers to hold off. 
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Lead. 

The lead market is unchanged at the new low level 
established last Saturday by the American Smelting 
and Refining Company of 5 cents a pound for New 


’ York and St. Louis deliveries and of 4.87% cents in 


the outside market for the same deliveries. 

St. Louis lead receipts last week were 38,310 pigs, 
as against 42,590 pigs the week before, while receipts 
since January I total 2,416,700 pigs, as compared with 
1,451,470 during the corresponding period last year. 

St. Louis shipments last week amounted to 15,870 
pigs, as against 22,520 the week previous, while ship- 
ments so far this year total 1,694,605 pigs, as compared 
with 1,730,240 for the corresponding period last year. 


Solder. 


A further decline of $1 per 100 pounds has taken 
place in the Chicago solder market, making the prices 
now in effect as follows: Warranted 50-50, per 100 
pounds, $25.00; Commercial 45-55, per 100 pounds, 
$23.00; and Plumbers’, per 100 pounds, $21.00. 


Zinc. 

During the past week zinc prices firmed up some- 
what and the gain for the week was from 5.85 to 6 
cents for New York and from 5.50 to 5.721% cents 
a pound for St. Louis deliveries. 

The rate of production at the present time is esti- 
mated at 240,000 tons a year. The retort capacity of 
the country, which ran above 500,000 tons a year in 
1917, was greatly increased during the war. 

The market was showing stronger at the close of the 
week, probably on account of the better tone in Lon- 
don and the fact that the curtailment in production 
below consumption is beginning to tell on stocks in 
reserve. 

There is also a better inquiry from galvanizers, who 
have reduced their stocks to about a month’s supply. 


Sheets. 


On Saturday of last week the Youngstown Sheet 
and Tube Company and the Brier Hill Steel Company, 
as well as several other independent steel interests, 
announced a reduction on all sheet prices to the level 
of the American Sheet and Tin Plate Company, a sub- 
sidiary of the United States Steel Co., which an- 
nounced its 1921 policy last Thursday by opening its 
books for first half business at the old March, 1919, 
schedule. 

The other independents are expected to adopt this 
schedule generally during the coming week, thereby 
eliminating the dual market, which has existed so long. 

Sales of sheets by the independents are very light 
not having been stimulated by the last of the declines, 
and that is natural, seeing that the previous declines 
had not had much influence. 

As to the leading interest, it formally opened its 
order books Thursday, December 2nd, but there is 
so much adjusting to do that the reporting of actual 
bookings is slow. 

On an average, there will be carried over about three 
months of business into the new year, and as it is over 
seven months since contracts for the present half year 
were made various customers find their requirements 
altered, as between the various products, so that they 


* 


may take more of one product and less of another, in 
order to round out the. period to July Ist. 

In the Chicago market blue annealed sheets have de- 
clined from $6.15 per 100 pounds to $4.68. Corre- 
sponding price reductions have taken place in one pass 
cold rolled black and galvanized sheets. 


Tin Plate. 


Some of the independent tin plate mills are under- 
stood to have made some first quarter sales lately, all 
the business being on the $7.00 basis. 

It is reported that some tin plate is available at a 
lower price, but this is probably only in odd lots from 
stock, which ordinarily go at a discount on account of 
being misfit. 

The market as a whole is neither above nor below 
the standard $7.00, which was reaffirmed by the lead- 
ing interest Thursday, December 2nd, when it opened 
its order books for the first half of next year. 

The booking of contracts is proceeding more in keep- 
ing with the record of ordinary times than like the 
rush to cover that characterized the openings of a half 
year and a year ago respectively. 

As about three months of business, on an average, 
will be carried over January Ist the contracts will 
really be for only half of the half year, some deliveries 
on new contracts being scheduled to begin late in 
March and some in April. 

The leading interest operated an average of a trifle 
more than 80 per cent of its tin mills last week, the 
shortage of steel continuing, and prospects are that this 
week and next the rate will be no higher. 

Among the independents there is a wide difference 
as to operation. In the past couple weeks some inde- 
pendents have almost run out of business. At least 
two large plants were closed last week while another 
large plant operated less than 5 per cent of its hot 
mills. 

First quality bright tin plates and coke plates have 
gone down in price in the Chicago market, ranging 
from $1 reduction on IC 14x20, 122 sheets to $2.70 
reduction on IXXXX 20x22, 122 sheets. 


Old Metals. 

Wholesale quotations in the Chicago district which 
should be considered as nominal are as follows: Old 
steel axles, $20.00 to $21.00; old iron axles, $32.00 to 
$33.00; steel springs, $19.00 to $20.00; No. I wrought 
iron, $16.00 to $16.50; No. 1 cast, $21.00 to $22.00; 
Prices for non-ferrous metals are 
Light copper, 8% 


all per net tons. 
quoted as follows, per pound: 
cents; light brass, 5% cents; lead, 4% cents; zinc, 4 
cents; cast aluminum, 12 cents. 


Pig Iron. 

It is reported from Duluth that all the docks wound 
up their shipments for the season on November 30. 

The movement of iron ore for the season from Du- 
luth and Superior and Ashland, aggregated 47,707,372 
tons, as compared with 40,067,859 tons during last 
year’s season. : 

The season’s shipment from the Lake Superior dis- 
tricts are estimated at 57,300,000 tons, or 9,700,000 
tons more than in 1919. 

In the Chicago market, pig iron of various grades 
has declined in price, on an average of $3 per ton. 


’ 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 


The 
to the unsettled conditions 


prices and discounts quoted on this and the following pages, 


guarantee his prices for any given length of time. 


are, for the most part, subject to change without notice. Owing 
of the markets and the shortage of matervals st is practically wmpossible for any manufacturer to 








METALS 
PIG IRON. 
Northern Fdy. No. 2....... $37 70 
Southern Fdy. No. 2........ 44 67 
Lake Sup. Charcoal........ 53 50 
WERTIOERTS nc wcccecedecceses 37 70 
FIRST QUALITY BRIGHT 
TIN PLATES 

Per Box 
Ic 14x20..112 sheets $13 50 
1X PEs 0d4caetas 15 40 
IXX ae 16 75 
IXXX eee 18 05 
IXXXX BY 200 K00606% 19 35 
ic , | ee ae 26 95 
IX Bis dae eneias 30 35 
IXX ne stikeaene 33 45 
IXXX eer 36 10 
IXXXX 20x28 38 7 

COKE PLATES 

Cokes, 180 Ibs.... 20x28 $17 80 
Cokes, 200 Ibs.... 20x28 18 00 
Cokes, 214 lbs....IC 20x28 18 30 
Cokes, 270 Ibs....IX 20x28 20 30 


BLUE ANNEALED SHEETS. 
Base $4 68 


.. per 100 Ibs 


ONE PASS COLD ROLLED 


BLACK, 
No 18-20........per100 lbs $5 80 
No. 22-24........per100Ilbs. 5 85 
No. 26 ..-per100 lbs. 5 90 
No. 27 ..-per100 lbs. 5 95 
ae ---per100lbs 6 00 
ls: Blast oe-euten per 100 lbs. 6 10 
GALVANIZED. 
a Mw esdacdeneed per 100 Ibs. $6 60 
No. 18-20. --Pper 100 lbs. 6 75 
eS eee per 100 lbs. 6 90 
No. 26..........-per 100 Ibs. 7 65 
PK Dewi vadesawes per 100 lbs. 7 20 
No 28.........--per10@ lbs. 7 86 
P/E verteinwnkan per 100 lbs. 7 85 
BAR SOLDER 
Warranted, 
OOD. -wpine swe per 100 Ibs. $25 00 
Commercial, 

CESS. wecccsad per 100 lbs. 23 00 
Plumbers’ ..... per 100 lbs. 21 00 
ZINC, 

Oe Ce circ adeenws x dau $6 90 
SHEET ZINC, 
ee OOO sdb eatakaadeede ewe 13c 
Less than cask lots.....134%-13%c 
COPPER. 
Copper Sheet, mill base..... 22%e 
LEAD. 
a Pree Pere $5 50 
cicada nae dashes aaetan $6 25 
Sheet. ; 
Full coils ....per 100 Ibs. $8 50 
Cut coils ....per100lbs. 8 75 
TIN. 
Pig Cm ; eps éotle Galt omer cee 39%e 
ee SO” 6 sceun aecndacens owed 41%ec 





Winchester. 
Smokeless Repeater Grade, 


omcccescvesccoveres Less 15% 
Smokeless Leader Grade 

ance RA RA Less 15% 
Black Powder......... Less 15% 

U. M. C. 

eee eee 18% 
BI ncadceseesecsesentes 18% 
BROW Cis 2 ccc ce cceccccsses 18% 


Gun Wads—per 1000. 
Winchester 7-8 gauge 10&74%4% 
“ 9-10 gauge 10&7% % 
” 11-28 gauge 10&7% 





Powder. Each 
DuPont’s Sporting, kegs..$11 25 
% kegs 3 10 
DuPont’s Canisters, 1-lb.. 56 
“ $§mokeless, drums 43 50 
kegs.. 22 00 
- % kegs... 65 75 
_ canisters 1 0 


Hercules “E.C.” and “In- 
fallible’, 50 can drums.. 43 50 


Hercules “E.C’, kegs...... 22 50 
Hercules “E.C”’, %-kegs.....11 2 


Hercules “Infallible’”’, 25-can 
SE ae ere eas 22 00 


Hercules “Infallible”’, 10 can 


GOGEEB xc cccuccees beececce 9 00 
Hercules “E.C’, %-kegs... 5 75 
Hercules “E.C” and “Infal- 

lible’, canisters ........- 1 00 
Hercules W. A, 30 Cal. Rifle, 

PRED cccndcvccccnsves 12 
Hercules. Lightning Rifle, 

GREEEROTS. ccccvcoccecses eee SS 
Hercules Sharpshooter Rifle, 


canisters 


Hercules Unique Rifle, can- 
isters 504 


Hercules Buliseye Revolver, 
canisters 


ANVILS 
Solid Wrought....23 & 23% per Ib. 


ASBESTOS. 
Board and Paper, up to 
BE” wdbsdneneaeeu --17c per Ib. 
BE cccncadacnens 18c per Ib. 


AUGERS. 
Boring Machine .....40@40&10% 
Carpenter’s Nut....... TeTtTT 
Hellow. 
Bonney’s .. 


Post Hole. 
Iwan’s Post Hole and Well...30% 
Vaughan’s, 4 to 9 in 


«e+-.-per doz, 30 v0 








Cececccocccoccor “doz. $14.00 
Ship. 
Ford’s, with or without 
BOTOW ccccccccccccccce Ot list 


First Quality, 


HARDWARE AWLS. 
Brad. 
No. 3 Handled....per doz. $0.65 
No, 1050 Handled 1 40 
ADZES. Shouldered, assorted 1 to 4, P 

Carpenters’. ‘ per _ 

Plumbs ........ Per doz. $29.00, Patent asst’d, 1 to 4 85 
Harness, 

Coopers’. 
ON ae Oe ca eas ..Net] Common ...... . 1 05 
MS sccatbecscacdeeceeel Net] Patent ......--. . ene >. 

Railroad. Peg. 

PMNS ci cccccccs Per doz. 30.00 Shouldered ....... = 1 60 
Patented ........ * 75 
AMMUNITION. .| Seratch, 
Shells, Loaded, Peters. No. IS, socket 
Loaded with Black Powder, Handled ...... per doz. 2 50 
$406400000d400086en “RE OO No. 344 Goodell- 
Loaded with Smokeless Pratt, list less.......35-40% 
Powder, medium grades, 
paecenetenstoend -- Less 18% No. 7 Stanley.... ” 2 25 
Loaded with Smokeless 
Powder, high grade, Less 189% AXES. 


Single 


Bitted, 3 to 4 1b., per doz. 16 50 


First Quality, 


Bitted 


Broad. 
Plumbs. 


Double 


peewee --per doz. 22 50 


Can. 


Pat., 


6-lb. 65 00 


Single Bitted (without handles), . 


Plumbs, 


Double Bitted 


Plumbs, 


4%-lb. . 


4%-Ib. 


ccccccce 19 & 


(without handles). 
catcuceses Ba 


BAGS, PAPER, ,NAIL. 


Pounds 10 16 20 25 
Per 1,000..$5 00 6 50 750 9 00 
BALANCES, SPRING. 

Sight Spring....... oeccceseoncneee 
BOPRE oc vccctscceses eeeueees Net 


BARS, WRECKING 


V. &@ B. Me. 18...ccccs ce wad $0.45 
V. & B. No. 24..... apscenenes ee 
TF. & BD We. FO6.cccccse és 0.80 
V. & BR. We. BWaccccccscccece 0.85 
V. &@ BD. We. BOO. .cccccvcseese 0.90 
BASKETS. 
Clothes. ; 
Small Willow....per doz. 15 00 
Medium Willow.. ” 17 00 
Large Willow.... ed 20 00 
Galvanized. 1 bu. 1% bu. 
Ree ObGscceccesed $16 08 $18 72 
BEATERS. 
Carpet. Per doz. 


No, 7 Tinned Spring Wire..$1 10 


No. 8 Spring Wire Cop- 
DE cucaesedssecesesas &. Oe 
No. 9 Preston....... coe 2 WB 
Egg. Per doz. 
No. 50 Imp. Dover........$1 10 
No. 102 “ mae Tined 1 35 
No. 150 “ bas hotel 2 10 
No. 10 Heavy hotel tinned 2 16 
No. 13 “ = = 3 30 
No. 15 ” ” - 3 60 
No. 18 2 ” = 4 50 
Hand. 
s 9 10 12 
Per doz.$11 50 13 00 14 75 18 00 
Moulders’. 


12-inch 


Call. 


ivieanenune Ga ae ae 


BELLS. 


38-inch Nickeled Rotary Bell, 
Bronzed base....per doz. $5 50 


Cow. 
Kentucky 


Door. 


Per doz. 


New Departure Automatic $7 50 
4 


Rotary. 
3 -in. Old Copper Bell... 6 00 
3 -in. Old Copper Bell, 
GAREY cccccscccccccce 8 OO 


3 -in. Nickeled Steel Bell 6 00 

3%-in. Nickeled Steel Bell 6 50 
Hand. 

Hand Bell polished List plus 15% 

White Metal...... - 15% 

Nickel Plated..... = 5% 

Swiss cccccccccece - 10% 
Miscellaneous. 

Church and School, steel 

QIGTS ccccce seococecoece Ss 
Farm, Ibs...40 50 75 100 
Each ....$3 00 3 75 6 50 7 25 
BEVELS, TEE. 

Stanley’s Rosewood handle, new 

oe danpecnbseceser ..-Nets 
Stanley iron handile..........Nets 

BINDING CLOTH. ; 
BimeeS ccccecsesecsecess ‘ -55% 
BBPOAEB oc cccccccccccceccccecs 40% 
Bram, plated ...ccccccces + -60% 
BITS. 

Auger. 

Jennings Pattern ....... e+ -Net 

Ford Car.........List plus 5% 

Ford’s Ship...... “ “ 6% 

WoW cccccccccscccsccess --385% 








Russell Jennings......plus 20% 
Clark’s Expansive 
Steer’s “ Small list, $22 00..5% 


wi “Large “ $26 00..5% 
Irwim COPecccccccces coesccoee 
Ford’s Ship Auger pattern 
CAF cccccccccecsece List plus 56% 

GamBeP ccccccccccccese ree ( ) 
Countersink. 
No, 18 Wheeler’s..per doz. $2 25 
No. 20 - -_ = 3 00 
American Snailhead = 1 75 
7 Rose.... - 2 00 
- | ™ 1 40 
Mahew’s Fiat.... 1 60 
si a - 1 90 
Dowel. 
Russel Jennings.......plus 20% 
Gimlet. 
Standard Double Cut Gross $8 40 
Nail Metal Single 
Gat acccved Gress $4 00—$5 00 
Reamer. 
Standard Square...... Doz. 2 50 
American Octagon... “ 2 50 
Screw Driver. 
No. 1 Common...... 40 
No. 26 Stanley...... 75 


BLACKING, STOVE. (See Polish) 


BLADES, SAW. 


Wood. 
Disston 30-in. 
Nos. cocee® 66 26 
$9 45 $10 65 $9 45 
BLOCKS. 

Wooden eee eouewseses + -20% 
PateMt ..cccces err tree 20% 
BOARDS. 

Stove. Per aoz 
BOE lb wcvnceaes oneeeeses 13 60 
BOS: cn dx cecceecsceseves 16 05 
SEEBS .cccccccccseccovcess 18 85 
SOERD cccecccs ey wosesses 21 30 
See eawissee sndekedates . 25 50 
SEzBG cccccs dé0eeeseeeout 30 50 

Wash. 

No. 760, Banner Globe, 
(single) ......per doz. $5 25° 

No. 652, Banner Globe, 
(single) ......per doz. 6 75 


No. 801, Brass King per doz. 8 25 


6 25 
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BOLTS. CARPET STRETCHERS. CHURNS, CRAYONS—See cw «. 
Carriage, Machine, etc. See Stretchers, Ants ent wees. \ 
Carriage, cut thread, %x6 gen 5 CUTTERS 
and sizes smaller and CARRIERS. Bach $3.00 4 ‘so 4 85) class. 
MHOFter ..cccccccce4O & 10%| Mas. Belle, Barrel ..... eeeeee 65&714% Weeduccd 40% 
Dismeet, Renter: seach, tiie ne 23S] lUllUmaee!!!U!UCU Ulm ee 
Carriage, sizes larger and “ a ° 
longer than %x6........+15%| Diamond, Sling..... Gai Po on ee Fe Meat. 
Machine, %x4 and sizes canrapces. | - +... Enterprise—Nos. 5 10 12 
smaller and shorter......50% ‘ CLAMPS Each.... $2 50 $4 25 $3 75 
as : , a See Ammunition, 7 2 Nos. 22 32 
Machine, sizes larger an A le. Ss 
longer than %x4....... 40% CASTERS sree a cece 650 8 60 
. DE neweseopecevncessé 3 lo 
. Stove ....eee- oeccecccces 5-10% |Standard—Bal! Bearing, No. 63 py ne : fg pe 
50&10% » SCTOW. wercceceseces 0 Saunders’, No. 1 2 3 
QE ai wietececanectnmiete i he ed ett amantaaa pots Cabinet. ete $185 275 6.75 
Bed ee ee ee ee ee (J 
, Door. er ore ee ee 20 w and Kraut. Per doz. 
4 iron ee Morea 7 4-knife Kraut $20 “ 55 08 
» wees ersecesesesese ee nters’. -knife EE o 
Gem, bronze plated...... 5% Brass Wheel ............:+: 15% Stecl Ba niin oat —" $-knife Kraut, 
Iron and porcelain wheels, r...Ldist price plus 25% SET GL cavececce 13 00-18 00 
Barrel. Pilea a cocccvecsecocces 50% }Carriage Makers’. l-knife Slaw...... 2 50 
GE. -cadatkivacddessasaeedus Nets — ges - ee es inno ke preteen Sl édnsdeasewnnes per. doz. 7 00| 2-knife Slaw ...... 3 00 
oe ” 77 
Wrought ..ccecrecereeeee © Male ccoscrcce cst on; © cesses aa  — onereee 11 08 
Wrought, bronzed ..... 6a 8 90000eenedes " 28 00 
a epdeseeteceos =. 0 
Flush. CATCHES, GRASS. 7 DAMPERS, STOVE PIPE. 
No. 1608, per doz.......... $12 25 ut F 
WE: gi es cdntncene aa Re o a rame. 
~ ee OC Ostatcwsans 14 01 No. 30 Ball —_ Diamond. 
5 an Oo 
Spring. CEMENT, FURNACE. 2%” head..... per gross "$13 00} All sizes....40% from New List 
WII nicneeeecden PE ; » No. 50 Ball and Socket, 
& American Seal, 5 Ib. cans, net $9 45 3%” head..... oer aeeen 26 08 
Wrought, heavy ......... “ “ “ 10 1b. cans, “ . DIES AND STOCKS. 
Square. “ “25 Ib, cans, at 1 $7}Hose. Discount...........+.+..-New List 
” Asbestos, 5 Ib. cans..... 45 Sherman’s, brass, %”, per 
Wrought ....... treeeeee ee Pecora, 51b.cans.,.... “ 45 GOEL caveats oudiasdnaccen $0.48 — 
“ “ Doub! ” 1 ERS. 
BOXES 7 . = ome ig eae - ouble, brass, 4%”, per doz. 1 i es Hole. 
- 2 . CANS...... as 
axenic : oa we wee No. 1, $12.50; No waste Gilt Hiuadte (ibe. — 
z entworth’s, No. 1, 2.50; No. wan - 
Per doz...$18 00 23 00 2900), “ae 7 pen may “ag Pn ~- naa oe 
Mitre. With Slide...... doz. pairs, 5 50 CLAWS. TACK Se a ee — ro = 
+e . - «Tt. »-per Zz. 
a ee Net Prices} Without Slide. . 5 06! wood hdl. No. 10...per doz. $0 95] 1wan'’s P 
Doubleslack ie 9 35 n’s Perfection (Atlas) 
Stearns, No. 2..per doz. $48 00 Ss lilly se R Forged steel, wood hdl. “ 1 76 Per GOS. ..ceceseceees 16 50 
With Covert Snaps 6 38isolid steel............ o 2 40| Iwan’s Hercules pattern 
~ GOB, ccdcsecccvecces 18 00 
BRACES, RATCHET. Picture Chains. EE sh gudwhitecuneiek 50 per 
Goodell-Pratt Ne. 408 .......8¢ 60] Light Brace, 8 ft. per doz. $1 25 : See also Augere—Post Hole. 
i alee 480] Heavy Brass, 3 ft. — CLEANERS. Dividers, Wing .......... + 25% 
ee we °o. aide wee , rain. 
- os Sash Chain. (Morton’s) . 
No. 412 ......- 5 00 Steel, per 100 ft. Iwan’s Adjustable......... 25% DOOR CHECKS~-See Checks 
V. & B. No, 444 8 In........ ans DL OOS Rar oe epg THRE SHU NRF 2 - cnn 20 30% 
Vv. & B. No. 333 8 in OGM BD chccacendédsccecvescccess 3 10) DOOR HANGERS—See Hangers 
c : ene Te D ebetesecsecccdccccessese 3 60 a 
V. & B. No. 232 8 in........ 4 00 Champion Metal MED aueddeeecans per doz. $0 75 
V. & B. No, 111 8 in......... A. * $e 5 40 CLEAVERS DRILLS. 
ae seae0 “agdacdéedebkosbuae 5 60 
Se ON EB resetonen ol Oe i... shar wh eee 7 75;r amily. Blacksmiths’ Twist. (New 
Beatty's, — EE RE PO LIOR 40% 
BURRS, RIVETING. arom ae money. inch..... 7 8 9 10 
Copper Burrs enly..98% above test] 2 o+eeesseseeeeeeeeee eee 50| Per doz. $2700 29 00 3300 36 00/ Breast. 
Tinners’ Iron Burrs only..... 30% |Cable Sash Chains. CLEVISES. Millers Falls No. 12, each $46 00 
BOER cvecess List Net Plus 15% ’ “ “ “21 om 
Malleable ...... Saint el 10¢ Ib. 112, 26 08 
BUTTS. = CHALK, CARPENTERS’. CLIPPERS. Hand. 
Cast Iron ....-....+.-+++++: TM \adsocneskesny per gro. “ 40 Goodell’s Automatic 
Wrought Brense, No. 175 AC SD wen icuhvehannawh OO Eee banana $2 25&6 00 , 
Dl civawasdensdssnasesdnnclt MORNE. s200s5c0nsees 136 Nos. 01 63 
Steel, Bright, Narrow ar -7%-6% [Common White School P CLIPS. Per doz, 1200 14 40 
Steel, Japanned, Narro CrAYON .eeeeerees || He AD Pee 65@5%| Goodell’s Single Gear, per 
ocevcces smonduporee Tee GOB. ccocccccccccccccceese 16° 9B 
CHIMNEY TOPS. mper. Goodell-Pratt No. 4%, per 
CALIPERS. Em BARD secccce oe per bag $1 70] Standard .......... per doz. 70c doz, list, less........... 30% 
SE ocicteennd doses ” 38c| Goodell-Pratt No. 379, per 
Double ...-++eereereesserers Nets CHECKS, DOOR. doz, list, less............ 30% 
Inside and Outside......... “ y MMO occcccccccsccces - 50c 
ae Corbin ......-. ecccecesece Net List 1 : 
Wey sseacves eaenect cow sees SE c'G 00 66660086608 08000-0 20% COLLARS, STOVE PIPE. ; —s ” ° Pe 
Lacquered. oodell’s.........per doz. 
CALKS. CHISELS. 
ae r on quality % in., each $0 49 Fancy pattern, s ‘ DRIV. 5. SCR 4 
bs 4 Bes ° ~ per doz.... 80c 85c $1 15 
(Lufkin R. Co’s.), per $7 00 % in, @ 32 EEE Ee AN ea Nets 
Toe. Diamond Point. COMPASSES. Lock Ferrule ...........+. “ 
Blunt and medium, 1 prong M4 1 - _ . % Bocce cccce 0 44 rpenters’ SOesoseee Seseeons 15% | Champion coos ereseseesees = 
per 100 Ibs..........-..-$6 20/V- . No. 15, % in........ ¥ COPPER—See Metals Champion Pattern ........ “ 
Sharp, 1 prong, per 100 lbs. 6 70 F BEVELLED Clark’s Interchangeable ... “ 
IRMES . COPPERS—Soldering. Edi eeieahdemeeeenetan 
Berg’s (Swedish). R on Lightni ” 
CANS. : Pointed Roofing. eed’s ghtning ......... 
Milk %-inch, per doz......... $ 4 45 Goodell’s Spiral - 
. _ 0 ne eeeees 7156/8 Ib and heavier....per Ib. SIe) VOOUCIS BPNFOE sereressers Po 
Ohio 1%- = “ cetcsece Le - a ee Hire Phe * 38¢ Vauteee Ratchet ........++. a 
+ eccececce xa 8 ' “—— 2%- “ oT) site ane 26 95 Dh Mi avdtaslecesteeus “ 37¢ Spiral PTERTTETTTTT 
Se ccoc ff $4 4 $ R aN % es Sous bg606sennee « = 
Gem, V. & B. No, 65, % in........ 0 37 4 deat staat apoe . EAVES TROUGH. 
Occiccs Oe 8 10 |V. & B. No. 65, % in......... © 49 CORD. 60 & 714% off Standard List. 
Each .....$3 85 $4 95 $5 20 SOCKET FIRMER. icture. 
é a White Wire ........-+.. 60&5% 
Jersey. Bags Gusti). ELBOWS—Stove Pipe. 
ae 5 8 10 %-inch, per doz......... $11 95 h. 
Bach .....$415 $560 $590) yy. « . crits: 18 75) Sampson Spot, No. 7, per 1-piece Corrugated, Uniform 
ew _ ees 35 95 Mb aonkemsesictcsscendne On Dos. 
— . , » |e Gampecn Gost, Ha 8, BH. Binh ..... peaovteniahmnntl $2 26 
a 1 ape. eeee eee etree eee eereee es ee ess ® 
Each .....$4 15 $5 60 $5 90|/V- & B. No. 50, 4 IMeccccces 0 29 REED cascces sera : i. 
V. & B. No. 60, iis Seeeues 0 71 COTTERS, SPRING ‘inch .....-. eebewesaseeutes 
il MED -eesaceosines occ ees87%H% 
CAN, OPENERS. CHUCKS, DRILL. Uniform, Collar Ajdustable. 
See Openers. Goodell’s, for Goodell’s Screw COUPLINGS, ba ~~ 92 te L | 
Drivers ........List less 35-40% eeesedoncesons BE .cccacceoesevocees R | 
_ CAPS, GUN. yankee, for Yankee Screw CRADLES, GRAIN. 6-inch ......++. oseccccccese 2 70 
See Ammunition. + Drivere ..ccecsecccesccees $6 00MMorgan’s Grapevine per dos. $45 ‘Oi7-inch ....... eeseesece eccoe 0 OO | 
' 
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ELBOWS—Conductor Pipe. Wood Pails. HANGERS. Bex. 
Galvanized Steel, Tin and Terne, en 15 1b, $1.00; 25 Ib. $1.50) garn Door. eae totreves 0 os ot, 12 
Round Corrugated, U. 8S. Roller Bearing.....12%% 
Size. Doz. be asgiaaing, 15 Ib. 900; 261D.) Matchless ............-+-12%% | Bush. 
Z-ANCH ceeecceccccccceccce ee BOK " Warehouse Tandem, No. Commun Axe Handle, 
Be  cccvcciocseere seseeeees50%l Tin Cans. Cocccccccccccccccccc cee DOF GOB. cccccccccccccecgan OO 
GeIMCH ccc ccccccccccccccese - 50%) rrazer’s Conductor P. 
Seingh 20060. bb sGaencteeueeelae ee , ie. Chain. 
SA wssoutbe Sociale ee oe tg 7 86 a Se +++-45%) toch... Y&6/16 % ‘1/16 % 
1, 3 Ib, per dOZ....-.++++06 Eaves Trough. Pr 100 $7 60-8 10 975 1160 1260 
All sizes, 5” or smaller, 
ENAMEL, STOVE. e psTo seceeesees per gross $3 80 Net/Clothes Line. 
RIN NES. All sizes, larger than Japanned .....per doz. 48c@1 40 
Iron, Black. Per Gross! family. 5” ...eee+-Per gross 5 00 “ Galvanized.... 76c@2 50 
Peerless Gloss, \ pt.......$16 20] ynones.. 7 x 10 13 |Garage Door. 
-~ “Ya Pt....+++- 21:00) per doz. 2050 2175 2625 3050 Coat and Hat. 
Right Angle ..... Semele 50&10% 
Per doz. Common Wire per gro. 1 26-1 65 
in “ gal $12 00 Mounted. \ Sliding Folding ........ ++ 50% 
= * 4 gal...... 81.60 Ball Bearing.. R. . a cal Receding .......++++:- -++-50% | Conductor, 
Suton PerGross| ~8ch -------:- $4 : ate Door. a Iwan’s Tinned Sickle.......List 
Peerless, % pt......... a CMO ceeeeseeeees per set, $3 75 
eek, ae Ives’ Improved.... “ 3 40|Corn. 
: GUN WADS. Lane’s Standard... “ 3 50| Common, riveted, painted 
(See Ammunition) Lands Mew Model o 3 10 FOE cccces seeeeeee per doz. Nets 
EMERY, TURKISH. Le Roy Noiseless..... eee, SO Sete 
Out of market at present time. GUNS. Richards .....+...+++s0++++25%| Gate, 
Domestic, Ib. ...... ee BBVEMEO sccccccesecse --40&10%| gee Goods, Bright Wire. 
[ver ee R, -1 ™ 
Barre ° uns....Net Prices, rass. 
oa. {Double Barrel, Wammer- are Common Nos. 1 3 _ ae 
Bright Wire Screw—See Woods, TOSS coerce reeeeees ° Hinge, Wrought...Add 50% to list} Per Doz...$450 3650 375 325 
B. W. With Staples—See Staples. 
Drifting Pick ...... 60, 10 & 5% Hammock. 
ete ent See fiat HAFTS, AWL. HATCHETS. Sg —_— Trey e per Ges. : ze 
Brass, 1%”, No. 60, per + per doz. $0 35|Plumbs, Claw No. 1........ $1 65 : 
BTOSS cnccesecsecs bebeau 50 ates Cree » Cc cl Lambrequin, or Drapery, 
Iron, 1%” No. 50, per gross 1 60 Peg. ast aw, per doz... 1 50@ 1 85 
. . Patent, plain top.. “ 80|/Cast Shingling “ 1 50@ 1 85| Per sro. ...... treeeesece ses BOC 
| Patent, leather top “ 90|Germantown ..........-0.+0+74y% |Pteture ------ sre ee + 5O%E50E10% 

FASTENERS, STORM SASH. jj, wing. Plumbs, Octagan, Half.....$2 09|Potate and Manure........ ..Nets 

Shroeder’s .........per doz. $1 50] Common .......... 24|Plumbs, Broad, No. 1...... 1 90/gerew. 
0 eee ” Pe. WOME cnicesccccese ” 55|Plumbs, Lathing No. 1..... a 10% 
one So — Wire) D 6% 
p besates ° 
FILES AND RASPS. HAY KNIVES. 
Delta HAMMERS, HANDLED. See Knives. 
Deltm .....cccceee ee ccccces 30%. each, net HUSKERS. 
Ds isiecite aes List plus 25% = Yee Hand, No. 0, e183 HAY RACK BRACKETS. Boss. 
tiltiy “ BE GB. coccccccccseccccece } BOE. cccccesses eeevecee 

3 poe Engineers’, No. 1, 26 oz. 1 35) Wenzleman’s No. 1 2 da m- - 
Nicholson’s— “ s : ; a baal ccc .. per doz. sets $18 00, Per doz....... sesesee Now Neots 

ree 50-74% ane  Y eetecseee Wenzleman’s No, 2 NO. 59...eeeee per doz. New Nets 

Pl ea: 50-74%, | mmemimlate”, No. 1, 7 Om... 1G) dee ieees per doz. sets, 19 20 

Black Diamond .......... 40%;| Nail. 

te enmnagaltennates go-71.0;| Vanadium, No, 41%, 16 om, | HINGES. ene ps ea 

eac eeerccccccccccceses . ee etals.—First column. 

SEES WRITE 2-00 --50-T4%! Vv. & B, No. 11%, 16 oz., Clark’s Gravity . 

Kearney & Foot..... --50-74% alia tattle Satis 60] No. 1 ser Gen, dete, 06 88 Plane. 

eee --50-714%!| Garden City, No. 111%, 16 No. _ ania a? es 5 75 Wood Bench...Add 10% to list 

Nicholson brand ...... a6 ote Gc GRR cccess abeowbes . é: ae ‘iadeligpntcartati ok gad 

J. Barton Smith...... 50&7%%i Tinner’s Riveting, No. 1, 8 ate, “ 

X-F Swiss Pattern...List4-10%] 02, each.....:...+.. 0s: 110} Clark’s ....... tS oe —. peo ree $11 00 
Simonds" .........-++.+. +++++50%/shoe, Steel, No. 1, 18 02 os ae on hn Ts MS eeaas-ccs <a? 
Disston’s ........... coccsece -50% DE dataowewceencveban 1 v0 ~ ns “ re pe No. 70 Asbestos......$1 50 net 
Heller’s (American)...... 50£10% | Tack we wae .) ers 

BD Sted icidictésanWeivand 56% Magnetic Screen Door, Common, nickel plated.... 8 25 

TEGTBO 2 i ccccccccccccccscccs 75% lg ae ee 1 00) 1751—3x3 ............ doz. $2 30| Mrs. Pott’s, 

1753—244x2% 2... eeeee “ 215) No. 60J, Batorprise, perset Nets 
FIRE POTS. - Spring. No. 55 J,, “ “ 
Clayton & Lambert’s— HAMMERS, HEAVY. Chicago --Add 12% % to list ne _ 2 “ 
SD. ncdadueeoMae $4 00 @ $6 00 Columbia Dbl. Acting, o. , 
MO 6 elite, 6 A OIE | 6.500000 ccsnsvecssi 20% Ananeessanmiocentes 40&10&5%|Tailors’ Sad...... work * 
eee, od .each, $6 15 @ 8 50] Mason’. Pe. ssasecathecaseens eceee -25% Tailors’ Goose......... per Ib. san 
Single and Double Face....50%| [deal Detachable, per gro. $11 00/144), 
FORKS, ee eee o20e 240% 
Manure. 6 lb. Household.......... $3 50 
‘ Pe OM oceecccd per gro, $7 20 
ie Pe ey Pe New prices Oxford 20% 9 lb.Dressmakers’ ........ 4 25 
ee a eee ereeeees eeeee") 141b. Tailors’ Goose....... 5 50 
GAUGES. Auger. Wrought Iron. oe 
Cream Per 100 pairs with screws: ere. 
Common Assorted, per doz. $0 75 
Fairmount....... per doz $3 75 ° Light Strap Hinges, No, 3 $13 20| Single Duck Nest..per doz. $5 25 
Pratt’s Adjustable, Nos. D le Duck “ 
Marking, Mortise, ete......... 1 & 2, per doz.......... 6 00| Heavy Strap Hinges, No. 4 16 50| Double Duck Nest.. 6 25 
Coccesenscosccccsrceccccce -Nets| Ives’ Adjustable....per set 1 35| Light T Hinges.....No, 3 12 60) Sutton ...... seeeeses0ach 2 60 
Wire. Ta 30 Heavy T Hinges....No. 4 20 60 
re z 25% TY sivieavadserhwesees snenee % Extra Heavy T Hinges, 
eles eek 5 in = =—S—sSsé=—S™Ssé‘—~—s gh -No. 4 22 50 JACKS. 
Screw Hook and Strap. 
Hickory, Tanged, Firmer, As- i ee ad teen 
GIMLETS. corted. 55c; Large, 85c per B in > erga -+-per 100 Ibs. . img ” vocccee SO 
oz. ° ose -” ‘agon. 
Discount ........-+..-- - -85@40% Hickory, Socket Firmer, As-| 22 to 36in.... “ “ 7 25) Richard’s No. 1..per doz. $15 50 
sorted, 70c; Large size, 80C/gcrew Hook and Eye. Miller ........ ccccccccee 80 00 
GLUE. per doz 
Bulk. F Te Bilicscnnead per doz. pair $2 06 as 

B Amber.............perlb. 35c|/Coal Pick ................ ee EH Rives. 5? | * Oe WE scsscecseunben $0 60 $0 30 

eee — a ree 40%| % in....... ee a 5 00; standard, 

TH. BAe icc ccc “ $2c/File, assorted, 30c; Large, 35c per on eevccccecs aq! 9 .. 

a Pe EET SE 
"ee & N on sane R-W 
rmy BV cccccccccccch® 
%| Hammer. DED acssccrmcienemersns Se 2002 0% 

Le Page’s— 

List “A” evgqt A002 Eve ..per den. 600 to $1 00 TIQOE 22. ecccccccccccccevesers 40% 

cae —_,. eee eeeeeeee o* $3%% Black smiths’ “ 45c@1 00 HOOKS. 

en tame ee ee eee t —- Machinists’ ™ 50c@1 00 

oe Hay and Manure Fork...... 25% i. No. 60.....per gro. 50% KETTLES. 

. GREASE, AXLE. Serew Driver. SEED: digtaeis wa wiestatt oo 0  T0K5 moe HE SED CCOERHSERTERSES “at 
Wood Boxes. AMBOTTOR 2... ccccccccccecs vt, (> peers 65@59i Copper ............ oe per Ib. 37 

Frazer’s ........pergro. $13 00) Large .......++.-. secceeeeee Oi Bench. SE Se0cenes ovmek sinene ane 

Hub Lightning .......... 7 50'Shovel and Spade sigaeonaee 25%' See Stops, Bench. BE Sdaccuswes ccesccsecveoeee 
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KNIVES. LINING, STOVE. NAIL SETS. PARERS. ; 

Beet Topping. Bricks ...........-per crate 42c See Sete, Apple. 

Ciyde, 9-in. Scimiter Blade, Goodell’s ...... per doz. oer 80 

GOB. ccsecce coccccccccceccGe SB NETTING, POULTRY. Turntable ..... 40 
California cccccccccccccccs & OO LOCKS White Mountain a 4 40 

Butcher, Per doz, Barn Door. Galvanized before weaving...50%| Peading No, 78 " 11 40 | 
Beechwood Handles, 6” No. 60 Stearns...per doz. $12 00/Galvanized after weaving....40% Potat i 

SNED. sccvascccceccencc ch Se OS O 7 woe * BS , 
Beechwood Handles, 7” ” a sagy Saratoga, 10% 

ID  eicecce scan eee NIPPERS. + pay ++ € 60 
Beechwood Handles, e” MACHINES. Geodelrs Saratoga, 5 in., 

MD cantecssnasebrudads 5 65|Riveting. End Cutting. GOR, wereceesecesseeceers 6 60 

cme Stearns No. 1...per doz, $16 00/ Berg’s (Swedish) In. 5 6 

ae sy PE Per dozen ........ $12 60 15 20 PICKS. 
NRA TS per doz, $1 75| No. 50 Peace’s Spoke, each $16 00/End and Diagonal Cutting. Adze Bye Ore. —- 
|< lla ahh - FF Berg’s (Swedish) In. 6 6 | Drifting and Poli "Picks. ....224%% 

Cocecccsecces val eoccces umbs, PTETerery 
pee - =n MAIL BOXES. rr ae als RPUNES cecetrtsent nn ee 
See Boxes, Hoof 
Drawing. 
Standard List&5% Heller's ...++sseeeeees - -40&10% 
ore 6cecees chill Vv. & B., No. 52, each....$2 26 PINCERS. 
De istwaeennetees --15% MALLETS. 
Barton’s Carpenters’....... 15% Carpenters’, cast steel, 

: Carpenters’. NOZZLES. ee. nee “38 oe 8 10 12 
Iwan's Solid Socket..doz. 13 00| Fibre Head, No. 2 per doz. $16 60/Hose. eT a Se ee 
Heath’s .......... 13 00 “ No. 3 * 19 60| Magic .....-..+-. per dos. $9 60| Blacksmiths, No, 10 ........ 1 07 
Iwan’s, Sickie Bdge... “ 38 00 » Diameas ..... mi “ 6 75| Heller's ......++. .--List plus 13% 
Iwan’s Impv’d Serrated “ 18 00 as No. 4 . 28 50 PINS 

Hedge. Round Hickory NUTS, HOT PRESSED. Clothes. : 

Challenge seseeesePer doz. $6 00 soceeeesper doz, $3 00-— 5 00 Common, per box of 5 gro, $0 96 
eseqgeonee 37 Round Lig- Squar Tapped. Picket. 

Mincing. numvitae.. “ 6 25—10 60) $1 85 off per 100 Ibs. Fluter, 15-in.....per doz. $1 10 
Common, Single .. “ 60] Square Hickory “ 3 50— 5 50|Hexagon Tapped. Fluted, 21-in..... 1 60 
Common, Doubdle.. Ws 90 $1.85 off per 100 Ibs. Spiral ....... eee a H 90 
Streeter, 4-blade.. “ 1 30| Square Lig- 

Streeter, 6-blade.. ass 2 00 numvitae.. “ 8 00—12 00 Cond PIPE. 
OILERS. nductor. 

Patty. Tinners’. 

Common ...per doz. $0 75@1 50} Hickory ......... per doz. $2 25/1 ose Pattern. Ss ae ae Case 
Landers .... = 1 H+ 50 vo ; 
Brass and Copper.......++-+ 10% me GD sccdedcdendcecece 50% 

Seraping. MATS. Zine ..seeeees ce ceececeeens 20%) 28 eee eens eeeees 40% 
Beech Hsndle ..... 90@1 10| Door. ter SaSseeneneannvans oa 
Landers .......... 5 50@6 50| National Rigid ....... 5&10&5% | Railroad. . - erect a kas a 1% 

Acme Steel Flexible.......50%| COPPered «---+++++-++e++s 33% % Eze Sowenege A and B and 
KNOBS. Steel 29 Gauge 40%. 

r Stove. . a ere ee eee *eeeeeeee ° 

Baan. ee TITTLE 50-10-5% | 28 “* = .sseeee coccecceeee 
Minera) ....... ++ per doz, $1 go| No 2....+.-- veeeDer gro. Nets| Copper Plate 26 Oe ns ee eee 4 
Porcelain ain hanhatd . 90} NO. Leseseseereeeee “  ™ Galvanized Toncan Metal, Genu- 

DR asecsdenneccead 2 00! No. 1 Asbestos Toasters or OPENERS. ine O. H. Iron, Lyonore Metal, 
wire-covered Stove Mats, Box. Charcoal Iron and Keystone 

LADDERS with handle....per doz. 1 10 See Box Chisels. c. B. 
No. 2 Asbestos Toasters, Can, Plain Round and Round Corru- 

Common Leng. with ring......per doz. 60] * nejmonico .....-. gper doz. $1 30 gated. 

Rae 17c@23c Never Slip...-.--- 66 ° GOUge ..ccccccsccces +++ +40% 
. 7 * " (9800000000000060 30% 

Extension, MATTOCES. Crate, I ae rai .. List 
Se ee OB OO OBleeeets nceccicccs iaettte dal 26%| V- & B.....-per doz. $7 26-11 00) square Corrugated A and B Pel- 

Step on ygon and Octagon. 

Common, per -23c MAULS. OUTFITS, COBBLING. 26 — 2 : nes : : “Shee svt Te 
Common, with Shelf, ada 16c. RR A et aoe . List 

Et npssgeseseses ssereeeeeeee+84Clyvood Choppers’. Combination .....per doz. $16 00/ 14 and 16-0z. Copper. all de- 
Challenge, 6 to 9 ft... ce cece 55c/} Lake Superior & Oregon Economy ..«+++++- = BGO] GIGMA nncccccsccccccces -++-List 
SO GO BS Brcicccccecsecesecs 60c SUNG: Se ncecceasaeasened 40&5% aD. scsacveaees “ 14 60 

Portico Elbows. 

Galvanized and Terne Steel. 
LANTERNS. MEASURES. PAILS. 1 mi QMO cecposccoccccecoes 35% 
Bull’s Eye Police. Cream. TC RPP EST TTT TTT Tree «+ -856% 

Galvanized, d0zZ. ....+++++.:> Nets 1%-inch 
3-in. Flash Ligh doz. -qt. without gauge, Gc cowureccccccsecs -35% 
edie teins | Oy nee Oe esac doz. $9 60) 2 -AMCh eeeeseeeeseeeenes 35% 
: - t gauge, Discounts on Round apply on 
LEADERS, CATTLE. a, . ‘per doz." 11 00 sizes 2-inch to 6-inch, inclusve. 
MILLS, COFFEE. orga siege Freight allowed on 15 4 

Nos..... Oe ta cals 51 52 -—. Une OT Gn. 1 & mere, to all points where 
OU RS et $1 35 1 45|Enterprise .......++++++ et) ) | ee +P freight rate does not exceed 
Parker ..ceeceesseeeee e+ ++ 50G5% | gan, oy per gee Se a than 

ATCAGE .occeccccscessecess 40-10%) 9. t., Ic Th. 00 ee doz. $4 00 ozen F. O. B. Factory. 
LEATHER, LACE 12 -q' . 5 60 ——- | ove _ 2% ten days. 
= tandar auge Conductor Pipe, 

Rawhide SRO aO ats ies 3 & MITRE BOXES. Stock, i - - plain or corrugated 

See Boxes, : mage $9 4 1075 1275 1450] Not Nested ............... 50% 

Nested solid ........... 50 & 5% 

LEATHERS, PUMP. ee Water. er yt 

Valve and Plunger...........10% : Galvanized ate. 10,5 obo “—" "Joints. 
Cotton, Star (Cut Ends). ; sett isl 29 Gauge, 3-inch......... $19 00 

LEVELS Pounds 12’ 15’ 18’ 24’-3 oz./ Wood. 4-inch........ - 19 60 

; Per doz. $4 50 5 65 6 75 900 Canle, 2-Hoop.....per doz. Nets - S-inch........+ 20 38 

Cable, 3- Hoop.. se 6-inch........ - 21 @ 

Diastehr No. 18, 20 ia...... 21 90 Cable, roc. brass “© = Nets] = Toinehss.ssssss 88 08 

“ No. 22, 24 in....... 22 90 NAILS T-Joint Made up. 

“ Shafting, eee OF 6-inch ........-per 100 $60 0@ 

o “ 6 Im. gr. glass 24 20|\Cut Steel.........----+++++-$4 46 PANS. 

“ No. 1 Asst. ....-.-- 5 75/Cut Irom .........eeeeeeeees 4 45 Furnace Pipe. 

“No. 10, 12 in......- 5 75 Dripping ...----- patneoias ...Net| Double Wall Pipe and Fit- 

“ No. 14, 16 in....... 6 25] Wire, P . ST iiudenmintes cekaahoan 

> 9 Matt. ..ceseee TB OO) Commmen ...scccccceeees 4 45/"F7- ...Nets| Single Wall Pipe, Round 

A a +4 > peedocesen Te . COMMON cccccsecccesess . Pipe Fittings ............15% 

Penner Cement Coated. cn. 17: lesan gcaadetaabalaiaiata Galvanized and Black Iron 
Memall TOW ccc ccccccccese 4 20/Roasting. Pipe, Shoes, etc..... «22-10% 
LIFTERS. orseshoe. Paxton, 

Stove Cover. e abies ; 55&5% Nos. .... 1 2 3 Sots 
Coppered . -per gro. $3 2505 50 econ eoccees evceee ecee on a . eacmenece eecccceccce gf! PLA 

—-.... Se eee re ae 
—. GG TEE docacécnscavece ..55&5%| Savory, No. 200. ‘per doz. $8 Stanley Iron Bench.......... Net 

Transom. Putnam —..eeeeeeeceee - -20&5% 

, BUMP ccvcccccscscece «+++ -30&5% PAPER. PLATE, TIN. 
PAYSON’S «2... eeeeeereceess 55% aan ans. per square 
ee seee+++Q5%|Major, 1-ply ..----- +++seees$1 83) See Metals in Column 1. 

po LINES. Bease Meats shed 3-ply secsccssecssens 3 BS 

ree ER. sngnesawseenunaneses 50&5%| “  S3-ply .---- 

* Red Rosin........Der “ton $111 45 
€0-ft. Jute......Der 40% $0 98 leventtnre ........-List plus 16% PLIERS. 

a ae. © "4 Sand and Emery. 1. &B.No.6 .......+..,0ah @ 64 
on....- NAIL PULLERS. No. 1, per ream, best grade $5 40 No.7 Gas ........-+. © 67 

60-ft. Braided Cot- No. 1, per ream, cheaper “ Double Duty 106.... 0 68 
OM odes cdc oeee = 25'232e Pullers. BTAMO cececsecee seocceee © & < Fe Gee Gaiwckasacs OO 
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Lineman’s Side Cutting. 
Berg’s 
(Swedish). In. 6 7 8 
Blk. Pol. Face, 
doz. ...... $1670 2000 2335 


Long Nose Side Cutting. 
Berg’s (Swedish) In. 5 6 
Blk. Pol. Face, doz. $12 25 15 20 


Flat and Round Nose. 
Berg’s (Swedish) 
Flat, In. 7 6 8 
Blk.Pol. Face. 
Doz. $890 1335 19 65 
Berg’s (Swedish) 
Round, In. a 6 8 
Blk. Pol. Face. 
DOS. cccce 


$1115 1630 23 35 


PLUMBS AND LEVELS. 
See Levels. 


POINTERS, SPOKE. 
Stearns’ No. 1....per doz. $10 00 
= A Bisse a 12 00 


POKERS, STOVE. 


Wr't Steel, str’t or bent, 
eecccccccccccces POs Gos. $0 75 


Nickel Plated, coil hanl’s “ 1 10 
POLISH. 
Metal. 

Wizard, 6 -oz.. per gross $21 00 
- %-pt.. “* + eee 
ase %-gal. “ eS. ae 
- 1 -gal. “ “ 21 00 

Stove. Per gross 

Black Eagle Paste 5 -oz, $19 20 

- ” “  '%-lb. 21 60 


Black Eagle Liquid, 6-oz. 

DOF GTOGS .cccccccccccce 16 BO 
Black Kid Paste, 65-oz. 

DEP GOED ccccccccccccece 19 2 
Black Kid Paste, -Ib... 21 60 
Black Jack Liquid." sepe. 

Per . gross 16 20 
Black Kid Liquid, %-pt.. 24 00 
Black Jack Paste, No. 10 

per gross 


16 20 


eee ee 


POWDER. 

See Ammunition. 
PRESSES, FRUIT AND JELLY. 
Enterprise Manufacturing Co. 25% 

PRIMERS. 

See Ammunition. 

PRUNERS. 


Disston’s Pole....per doz. $18 00 
Water’s"Improved..per doz. 60% 


PULLERS, 
Cork. 
Daisy .......+.++++--each $3 10 
re 1 40 
Quick and Easy...... “ 270 
Nail. 


Giant ..........per doz. $14 50 





REGISTER FACES. 


Japanned, Bronzed and Plated. 
4x6 to 14x14....... 


14x14 to 38x42........0002+25% 
REVOLVERS. 
Iver Johnson Safety Automatic 
Hammer .....-+++-++-+ New Nets 
Hammerless ......+.++s ” 
S, de MOG 3008. ccccces - 


RINGS AND RINGERS, 


Copper .........++.+-2%-in. 3-in. 
Per doz. -.$2 40 $2 65 
Rea’s Improved Self- 
nan ed copper, 
esccee GE 8 OO 


Steel, per G.600 3B 12H 
Hog. 
Blair’s Rings..... per doz. $ 75 
Blair’s Ringers. . 1 00 
Brown’s Ringers.. - 72 
Brown’s Ringers ot 1 00 
Hill’s Ringers... “ 1 00 
HiN’s Ring, boxes “ 72 
Major Rings.... yee 60 
Perfect Ringers at 1 60 
Wolverine Rings ” 1 66 
Wolverine Ringers “ 110 


Fruit Jar. 
WERE .ccccccccccce OF 30 
Key. 


SAW FRAMES. 


Common, plain....per doz. $1 50 
Common, painted... ” 210 
SCISSORS. 
ter .ccce 60660 066006046006000 60% 
SCOOPS 
Hubbard Western Pattern Riveted. 
Size... A B Cc D 


1 ..$16 75 16 00 16 25 14 45 
4 .. 1785 1710 16 35 15 60 
6 .. 18 65 1785 1710 16 35 


SCRAPERS. 
Box. 
Triangular, No. 6 per doz. $6 26 
Road. 
Cublie ft. ..... 7 5 3 
With runners; ea. $700 6 50 6 20 


SCREEN DOOR HINGES. 


Cast iron .........gTross $13 00 
Te. «sletmastans 9 50 


N BUD .ccce “ 

eneup 17 00 Split, round ......per dos, $0 17 
Dp. square....««-. 

PULLEYS. Ball, SEE cecces a 40 Bench. SCREWS. 
Awning—Jap’d ..... — RIVETS. ones 3 8 6S Um 
Clothes Line .......... seeeeel0%| Copper Belt Add 15% to list $683 $787 945 1680 

Coppered Iron .........+++-30%| Wood, white maple, per doz. 6 00 
Timnerw ..cccccccccccccccc SOF MEMME—=—WOOE ..cccccccccccccc BO 

=e oem. Hame................per lb. $0 17/nana Raul 1 
Iron Wheel, 5-in..per doz. $2 50 | Slotted ...per doz, 60@1 10 eee eee eee een eeee 7 
Weed Wheel, ¢.in. “* se Tubal poMginneaiar Bw rsersscvonscesnesvenseaee 
Wood Wheel, 6-in., we? in box conse nes GOR. Wel geisiel -..cc2e.0-cn ee 

ee ee ccaney 3 ‘os. 1 an asso sizes, 
<3 sad 10 in box ...........doz. 1 40|Saw—Centennial, 

Sash. i cesses ot 2 3 4 
Common .........+++.-+++sN@tlgee gets, Sas Gees. Por Ges.....é%@ Sée Te S00 
Common-Sense, 2-in. ......Net ‘ood. 

2 ROPE. wr 


Empire Pattern, 2-in.......Net 


SUE devdévnesaadoeusvecee 
GOON ccSecdsede cocccccccec cee 
PUMPS. 

Spray. 


Midget Junior... 
New Misty ....... a 


-per doz. $3 75 
6 00 


Cotton. 
% bg in. Com. on reels, a 
Kes 16 ‘in. ‘Com. ‘in cofis, 


coccccccccececees cOee 
Steal. 


Set Quality ...ccccccccocckt he 
BO DB cocccecccsccccececsesae ae 


Pure Manila. 


F. H. Bright..........67%-20% 
F, H. Blued..........+-65-20% 
F. H. Jap’d.........+0-+-65-20% 
F. H. Brass..........-67%-20% 
R. H. Brass..........85%-20% 


SCYTHES. 
Clipper, Grass ...per doz. $13 50 





ist Quality, base per Ib. 28%c 





CresGemt cccccccce ” 6 50 


Hardware Grade...per Ib. 27%c 





Honest Dutchman... “ 13 00 


PUNCHES. SAWS. SETS. 
Conducto pa = head doz. 1 84 
uctors. quare head...... per doz. 
-in. 18-1 10&5 “ 
No. 22 ....- -+++eper doz. $3 00 2. = A oo, ee. ton Cup point, knurled 1 78 
Machine ......- caccuee ae 26 oy Rivet. 
Saddlers’. Disston’s No. 2, 14-in..... 18 20 emer eee qe. 8 4 
Common..per doz. 1 50 to 5 00 me 2, 18- aber a8 se ine 7 peer tS *** 8 6 
“ oO. ’ inane eereeeeeneee 
Revolving Spring. “ No. 7, 16-in..... 20 00/gaw, 
Stearns, i. --per doz. - . z= —_ q, 8 ee ™ be Aiken's, Pattern. as doz. $6 50 
_ a * ~ee Disston’s onarc’ 
. No. TT i3 00 “ No. 7, 28-in..... 26 00 Disston’s X-cut. “ 48 go 
Leach’s ..c.sseess cs 
TTY Compass. . in 
a aaariasy Disston’s No. 20 Jackson.. 4 30] Nash's Hand .. ™ ss 
Strictly pure..per 100 Ibs. $6 00 ” No, 40 Sampson 2 60 > os 1 30 
“ No. 277, 10-in 6 70 Stillman’s Lever 
RAIL “ No. 9 10-in aNd 7 70 Stillman’s X-cut .. - 2 50 
Doo ‘ ~~ te Whiting f a ttern, 
a Cross-Cut. le ak ccenany “ 7 50 
Matchless, 1-iM....--s.seeeeees 5c Disston’s No. 289, 4-ft.... 3 50 Eccentric - n vil, 
Matchless, 14-im......+++.+ ee I “ No. 289, 6-ft.... 6 86 Hand No, 395, 
Storm King .......e+-++eee4 5C “ No. 289, 8-ft.... 11 86 N. P. Morrill Pat- 
Sliding Door. Floo tern .wccceeeeee ©. 14 50 
Bronzed wrought iron, Disston’s D19, 16-in....... 27 15 
aapentecnete esceceeeper ft. 8K “" DiS, 20-in....... 34 35 SHARPENERS, ovomgl 2 
Diamond ..........per doz. $1 
RAKE Hand and Rip. 
Garden. Ss. Per doz. Disston’s No. 1, 3e-in Age, > 3s se Perfect .ccccccvcccscccvecess 1 20 
- : -in.... 4 
Steel, Bow, 12-in. Teeth $8 50 “oe an 8, i6-ie. wee 21 35 SHEARS. P Do 
Stem, Dow, 36-tam ® 3 “ No. 8, 20-m.... 25 16 i Ay 
Malleable Iron, 12-in. “ 4 75 “ No. 8 24-in.... 29 60 Nickel Plated, Straight, 6” $1 H+4 
Malleable Iron, 14-in. “ 5 00 “ No. 8 28-in.... 35 45 rs - 4 a6 = 
Hay. see No, 8, 30-in.... 39 90 etreisht 6” 11 00 
Wood, 10 Teeth...........- $4 00|Keystone ..............New Nets |Jepanned, Stralg *** Ow 48 40 
Lawn. Keyhole. o * ---. 8” 13 80 
20 Teeth ......+--- per doz. 5 50 Disston’s _ 4 ceccese eee : 4 Tinners’—See Snips. 
RASPS—See Files. - We. GErccccescee CD SHEAVES, SLIDING DOOR. 
RS—SAFETY. Miter Box. 
= Disston’s No. 4, 4x20-in... 36 15/Common : P . 
GIMSCte .occccecs --per doz. oes os - No. 4, 5x22-in... 43 25 i- o8....... $140 175 2 40 
— SWE ccceve» a : ” No, 4, 6x22-in... 47 20 — 
qeesenenense 7 ‘ 
> do “ Patternmakers Per set $1 86 210 2 75 25 
Gem es. lots). “ : = Disston’s 1% Disceasesaws 12 06 
Ever Ready (3 doz. lots)" 8 00) pruning. SHELLS—See Ammunition. 
Disston’s No. 20...... «+++ 20 80 
BASSS Gences Seatetutbters’ SHELLERS, CORN 
Star (Honing) .....+-+-++++ - 50% Tilastem*a 68m. ccccccccce FT OO eee a weeeePer doz. $6 75 
REGISTERS. Wood. 
Cast Iron List Disston’s No. 111, 8 aoe = 4 SHIELDS. 
Steel and Semi-Steel.........10% NO 2211, 32'in... 39 g5| Expansion Bolt Shields. .....60% 
Solid roe or Bronze Metal “ No. 47, 32-in.... 20 80 
aes e .-prices on application Shoes. 
Baseboard otaeenen cvecekeeD 
Adjustable Ce@ling Ventilators 10% Com@wcter .nccccccccccccccccs 60% 


SHOT—See Ammunition. 


SHOVELS AND SPADES. 
Coal. 
Hubbard’s 
No. A B Cc D 
1 $1600 1510 1445 1870 
2 1635 1560 1485 1410 
3 1675 1600 1625 1445 
4 1710 1635 1660 1485 
Post Drain & Ditching. 
Hubbard’s 
GRD cccecs B Cc 
14” .....$17 15 16 40 15 66 
16” ..... 17 50 1675 16 00 
18” ..... 17 86 1710 16 35 
20” -. 18 20 17 45 16 70 
32” ..... 16 65 17 80 17 06 
Snow. 


Hubbard Special, 
Handle ..........$10 00 
D—Handle ..........+. 11 00 
Sidewalk Scraper...... 6€ 50 


Alaska 
D-Handle sesseeess per doz, $3 60 
Long Handle .... 3 00 


SINKS. 


Painted, 16x24 
Enameled, White, 


Wrought Steel. 
Patated, BEERS cccccccsscoe @ 


SLEDGES—See Hammers. 


SNAPS, racer 
Covered Spring — . 30% 
Judd’s Peters ‘Aaa 33 ite 7 list 

SNATHS, 
Double Ring, p=- -per doz. ee 75 
Patent Loop, Bush. 0 00 
Patent Loop, — ” 876 

SNIPS, TINNERS’. 

Clover  ahthaabeiee 


am 
16x24. ” 





DE seesccess se et 
a xeaenée® Seccccesc cessed he 
SOLDER—See Metals. 
SPRINGS, DOOR 
Perfect. 
Nos..... 2 3 7 6 6 7 
Per doz..55c 60c 65c¢ Tic 90c 100 
Reliance. 3 
Light Medium Heavy 
Per doz,...$1 65 2 10 3 20 
Torrey’s ..........perdoz. 1 65 
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SPRINKLERS, LAWN. APES, MEASURING. ARE RTISERS’ 
st No. 1 <r $11 50 os one Giue Pots, ™ | ADVERTISERS’ INDEX 
earn’s °. ccos Meccsccccccces 
. _ % Tinned ........Add 15% to list| The dash (—) indicates that the adver- 
SQUARES. ° Bnameled .....scccccscee s+ 30% |tisement does not appear in this issue. 
Steel and Iron......Nets new list Abbott Mfg. Gans sorcesuscooseeese —- 
(Adé4 for bluing, $3.00 per doz. net) |Tin Case......perdoz, 800@$ 1 25} WASH BOARDS—See Boards. | Ajax Bracket and Outlet Go. 53 
| pcceccccocccoecesecococccqs {Weel Back... §~ 88 66@ 18 60 _ 
Tey pnd Bovel............022.2000fe em oneness 13 00 WASHERS. 
Tey GME BOER. cc cccccccccceseccsce 
Nets TIES. Standard O. G. cast iron, per § 54 
vote scasconnsnoder GiG, “2 Bale. BA cvcccncseses coscccccces SBC a an 7s eee eeeeeeeees : 
interbottom’s .......++.+. & 8) SSR 2 
Single Loop, carload ———. steel in 5-Ib, boxes, Bemis & Cali Haw. & Tool Co. . = 
OGD cccccccccccccccccc COMED “d Berger Brothers Co...........«+5++ 52 
SQUEEZERS, LEMON. In 3/16 4% 6/16 % CN ccc ctchamhcnepaedehunee 54 
Single Loop, less than 
lots 18¢ = 1éc 160 18¢ 13¢/ Bertach & Co.......cvcccrsccescses 55 
Common Wood +++ DOr doz. $0 70 car 1008 ..... eeeeeees T0&15% % % % 1 Black Silk Stove Polish Co......... oa 
Porcelain Lined, Wood 1 25|Cow—See “Chains.” 11% 11 11 11 Bridge & Beach Mfg. Co a _ 
Boss, malleable iron “ 1 20 2. oy ae Brier Hill Steel Co.......--++++-+-. 51 
“—_ precios a « 1 90 Bullard & Gormley Co............. 59 
OG scamses conden TOO z ering Furnace Co....... 
Iron frame, glass pep ones WEDGES. Selene Tce nn: 52 
OW] suseececeeess Disston’s Unive oeevwesn oa ‘ ten ea aap 
Little Giant, tin’d ad niversal 10% BE casccctcovecee --per doz. Nets vomeee yt on AEE Co Pattee ae ae 
a. apapeiznaresss oe : yo Galling ........ ++++-per Ib. Nets/Central Stove & Furnace Repair Co.. 11 
rum, japanned..... “ TRA - 
Drum, nickel plated a 4 50 PSs. Saw eoceceseosees sees DOr Ib. 84 NS eee : . : : : ‘ " = 
Game with Chains, Per doz. eee oe Co. mses os 
STAPLES. Victor No. 1........++0+-$2, 01 WEANERS. S000 8 
Blind, . Oneida Jump No, 1....... 2 75| Calf. eS aes Institute. .... 57 
Barbed ..........perlb. 21@22c| Newhouse No, 1........+. & HH Fuller’s, per doz. $2 00 to $2 50/ Coleman, Allan Tee 
Butter, Tub........ “ 16@19¢| Mouse and Rat. Net per gross| Tyler’s Safety, per Co-operative Foundry Co........... _ 
Fence— Out O'Sight Mouse.......$8 00 GOS. ...cccc0ee- 1 85 to 3 40) Cope-Gwift Co.. Inc.............00% 11 
Polished ......per 100 Ibs. 4 ° Rat ....... 15 00| Carroll’s, per doz. 3 00 to 3 75 Corbin Screw Corporation.......... _ 
Galvanized .... “ 4 Mole 100 00| Hoosier, per doz.. 3 50 to 4 60] corerant Metal Rooting Co......... ss 
S>ee es U ee Curfman Mfg. Co., F. L............ — 
Netting. Meat Focket Gopher.... 20 00) shaw Perfected.. 3 00 to 3 75) Danville Stove & Mig. Co........... 1 
Galvanized......per 100 lbs. 6 50 ctor Mouse ........... 2 60 Detroit Vapor Stove Co............ — 
Hold Fast Mouse......... 2 60 Dieckmann Co., Ferdinand wen 
Wrought. Victor Rat .............. 11 00 WEIGHTS. Diener Mig. Co. Geo W....... 2... -_ 
Wrought Staples, Hasps and Hold Fast Rat.......... 11 00 Disston & Sons Henry............. _ 
Staples, Hasps, Hooks and Official Rat .......... ++ 18 50 | itehin r lb. Nets| Dominion Asbestos & Rubber Corp.. — 
Staples, and Hooks and Wood Choker Mouse, 4 wary Seer in ee | Double Blast Mig. Co = 
Staples ......+.++-++-50&10% Holes ...... tsseceeeees 11 00/Sash—f. 0, b. Chicago. ee ee Ae pda 55 
Extra heavy ...... ee 35% Ton lots, per ton........ -$73 00 Enterprise Mfg. Co. of Pa.......... —_ 
Smaller lots, per ton..... 75 00) Fammer Mfg Co.........-eeeseeees ll 
TROWELS. Farris Vuraace - 
STEELYARD. Brick. 53 
Discount 25%. 0 a 30% WHEEL BARROWS. —_ 
 , eee 15&5% No. 4 1 0 26 Seep bi "3 
STONES. Disston’s Cocevccccccecccece 30% 3. Tubular Steel......@$1 Hammond ting Co = 
ann. Rose’s ..... Mmaieutenues -++-Net — Tray or Stave ese Harrington & King Perforating Go.: 53 
Hindostan .....per Ib. New Nets| Plasterers’, ackiae iin: ingens. 2, a ee SEES weesestasseccesssse © 
More Grit.....-. Clover Leaf .......... 14+240%1 ~! aii Gaynes-Langenberg Mig. Co........ o 
Washita ....... “ , Disston’s .........2. ve eeee 185% ee cee eens sees --- & 
Emery. W. & McP. ......++ +eeesNet WHEELS. Henry Furnace & Fay: tas 
No. 126........per doz. New Nets Geasler Co., H E........ececseecee 52 
Carborundum ............ .. -50% | Hess-Snyder Gon s iinaeebeenehans 6% 7 
Oil—Mounted. TRUCKS. Emery 60% -— 
Arkansas Hard - « Stglaaebaaar see eeeeeee Hi has. A a 
No. 7.. -per doz. New Nets/Bag ...........000000: each 33 75|Well, Ins...... 8 10 =12 - B 
Pe a Saaetmicda, cen onan Per doz....... $5 560 725 8 50 - # 
Washita No. . 12-in, heavy hoisting, = 
WE <ese<tates o o No, 1, @ach....ccccccece $24 50 MP Ge sexdecaeent -+-$25 00 ws 
Otl—Unmountea. a wer Tre Te CT TT eos 23 60 WIRE. ry 
Arkansas Hard..per Ib. New Nets Brass. = 
7 —~ Ae 2 TUBS, WASH. ee eT s 57 
Queer Creek.... o ° In 1-lb. spools, new list...Nets = 
Washita ...... ” - oe mare 3 en Broom—Tinned............. Nets - 58 
en _ 
Seythe. gee $5 50 11.25 1275 1620 ga Price as Barbed Wire - 
Black Diamond om gro. New. Nets pper. a 
Crescent woes: "ae oe . . ee eres 1 nicer 10 
reen Mounta n pee nn Vr.) erry Tre no 
Tamale .. oss “ “ Per doz. ..13 :. 15 95 18 60 1-Ib. spools, new list......Nets - 
Extra Quinne- Fence—Smooth. — Galv’d - 
DOG ...eeeeee > a Nos. 6 to 9, less th 12 
Red End ..... “ TWINE. car, per i00 Ibs, $4 85 $4 95 eae 4 
Hair—New list........ +40 & 10% popecees Se 
STOPS, BENCH. Ply Cotton Wrapping.....--$ -85| picture—in coils. .80% @80 & 10% | Milwaukee Corrugating Co.....-.-. 60 
~ = Morrill pat- 4 “ Extra Wrapping In 5-Ib. spools....per 1b,....26¢| Monroe Fdy & Furnace Go......... 
seeeeee- per doz. $11 00) 4 “ “ Hvy. Wrapping 
a. i Stearns pat- 20 00 : - * Wrapping on tubes 
COE cccbesnesccees - cones..... WREN: 
No. 15 Smith pattern - 7 00/4 - ” eov65 Cams. 
India Hemp, %-Ib, balls, Cc . .. ..80% | Nicholson FileCo............+-+++> 
STOPPERS, FLUE. NO. 49 eeeeeeveseeevneee ss 1860 2 ae oy raaanseest 
Common .........:-Derdom $110] No. 8 viccccssccccccsceseBe] Mee 799 
Gem, flat, No. 3....  “ 4 Ss GD atevesecdasse cceesee lees Haife-Handl . eae 
Sy Bop Seseesases 2-ply Jute, 1%-Ib. balls, Ib..49e|* Snife-Handie, & |) +. -20% 
STOVE PIPE—See pipe. _| Seins. eo = = fee cam 
Soft er Ib Net all ticks 
STOVE BOARDS—See Boards. Med, : pith weeseecese** [Coes All Patterns............30% 
Hard . =  shedesaees “ {Bemis & Call's: 
STOVE POLISH—See Polish. Staging, \%- Ib. bali, _ size 21 “ Adjustable S, 10%; Adjustable 
* S Pipe, 10%; Briggs’ 
STRAPS. - %. = a 37 = DOCCOPM ccccccccccccce +++ -80% 
Bagging. %-Ib. ball, size “ Combination Bright 25% 
Skate ..........per doz. 85c&1 20 w rer) ee g eecces 
Soe ee ET e+os> os | Geet Maadle BMet........0. 30% 
STRETCHERS. > * a 7 sion Combination Black ..... 25&5% 
Carpet. 3- “ Silver Finish in hanks “ Merrick Pattern .......... 30% 
Bullard@’s ........per doz. $3 90 Knif cote 
Excelstor ......... “ 5 25| Fodder or Lath. e Handle Pattern. 
Malleable Iron.... on Tee” SED GRUNE ccccccccccese ers No. 62, Screw Wrench, List -_ 
eee aeécees ” $ OE cecdndccoceveccecoscetl 3 
Cy ee ee No. 60, Steel Handle........30 
wine. VISES. . oe re = - i 
O, S. Elwood, No. : per doz. Nets = 
O. 8. Elwood, Ne. 2 No. 700, Hand, WRINGERS. 49 
Inches ..... 4 5 5% 5 
; SWIVELS nS, 5 y Nag hes a “= No. 790, Guarantee, per doz. $66 00 5 
| ee gy eoeee- per Ib. ae ° ee . ee J ng 13 4 16 70|No. 770, Bicycle... - 64 00 am 
rought Steel.......per gro. o. 1, Genuine Wentworth, ' % “ - il 
Noiseless Saw...per doz, 15 60 ave aaa ee Pe ~ 7 . 55 
TACKS. No. 2, Genuine Wentworth, Ne, 110 Brighton.. — 
= . ‘ oe - “Ye ~ ine” Went —— 22 60|No. 2 Old Reliable = 40 50 Soa 
oster: ~~ 1 xes. o. 3, nuine entwo: a “ 
per |  eesceeseses15¢] Noiseless Saw don. 20 00)" 74¢ Bicycle ‘ a a ¥ 
Upholsterers’ 6-oz., 26-1. No. 500, All Steel P Folding No, 22, Pioneer.... _ 
boxes, per isdasdsveos. BOS BaP cesses eeseee per doz, 16 00!No. XGG Guarantee “a 139 50'Z. T. Soot & Gas Consumer Go... —_ | 
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CLASSIFIED INDEX 


-——— 


Accessories—Automobiles, 
Curfman Mfg. Co., A L.. 
aryville, Mo. 
International Radiater Co., 
Chicago, Til. 
Richards-Wilcox Mfg Co., 
Aurora, Illinois 


Asbestos Sheets. 


Manny Heating Supply Co., 
Chicago, Ill. 


Auto Radiators 
International Radiator Co., 


Chicago, IIl. 
Ball Ties. 
American Steel & Wire Co., 
Chicago, Ill. 
Pittsburgh Stee) Co.,, 
Pittsburgh, Pa 
Bearings—Damper. 


Parker Supply Co., 
New York, N. Y. 


Bicycles. 
Johnson’s Arms & Cycle Wks., Iver, 
Fitchburg, Mass. 


Bolts and Nuts. 


Corbin Screw Corporation, 

New Britain, Conn. 
Ryerson & Son, Jos. T., 
Chicago, Tl. 


Bolts—Stove 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Brackets 
Ajax Bracket and Outlet Co., 
Cleveland Heights, ‘Ohio 


Brakes—Bicycles. 


Corbin Screw Corporation, 
New Britain, Conn. 


Brakes—Cornice. 


Bertsch & Co., 
Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Brass and Copper. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 
Merchant & Evans Co. 
Philadeiphia, Pa. 


Builders Hardware. 
Bullard & Gormley, Chicago, I11. 


Castings— Malleable 
Fanner Mfg. Co., 
Cleveland, Ohio 


Ceilings— Metal. 


Burton Co., W. J., Detroit, Mich. 
Friedley-Vosbardt Co., 


Chicago, Ill. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Chain—Furnace. 


Corbin Screw Corporation, 
New Britain, Conn. 


Chain—sash, 
Parker Supply Co., 
New York, N. Y. 


Chaplets 
Fanner Mfg. Co., 
Cleveland, Ohio 


Chisels. 


Vaughan & Bushnell Mfg. Co., 
Chicago, IIl. 


Cleansers—Hand. 


Nickel Plate Stove Polish Co., 
Chicago, Il. 


Clips—Damper. 
Waterloo Register Co., 
Waterloo, Iowa 


Closet Cleaners 


Coleman, Allan J., 
Chicago, IIl. 


Coal Chutes 


Peerless Foundry Co., 
Indianapolis, 


Coasters. 
The Auto-Wheel Coaster Co., Ine., 
No. Tonawanda, N. 


Cc Gas and Soot. 
Z. T. Soot & Gas Consumer Co., 
Oshkosh, Wis. 


Cores—Radiator, 
Curfman Mfg. Co., F. L. 
Maryville, Mo. 
International Radiator Co., 
Chicago, Il. 


Ind. 








Burton Co., W. J.. _ Detroit, Mich. 
Friedley-Voshardt Co., 
Chicago, Il. 


Milwaukee Corrugating Co. 
? iilwaukee, Wis. 
Cribs and Bins. 
Thomas & Armstrong Mfg. Co., 
London, Ohie 
Cat-Offs—Rain Water. 
Sullivan-Geiger Co,, 
Indianapolis, Ind. 
Dampers—Hot Air. 
Howes Co., The S. M., 
Boston, Mass. 
Doors—Fire. 
Merchant & Evans Co, 
Philadeiphia, Pa. 
Dumb Waiters. 


Sedgwick Machine Works, 
New York, Y. 


Eaves Trough. 
Abbott Mfg. Co., Cleveland, Ohio 
Berger Bros. Co., Philadelphia, Pa. 


Burton Co., The W. J., 
Detroit, 


Clark-Smith Hardware Co. 
Peoria, Il. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Elbows and Shoes—Conductor 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Mich. 


Elevators—Hand and Power 


Kimball Bros. Co., 
Council Bluffs, Iowa 


Sedgwick Machine Works, 
New York, Y. 


Enamel—tIron. 


Black Silk Stove Polish Works, 
Sterling, Ill. 

Nickel Plate Stove Potish Co., 
Chicago, Il. 


Fence Gates. 


American Steel & Wire Co., 
Chicago, IIl. 


Pittsburgh Steel Co., 
Pittsburgh, Pa. 


Fencing Wire. 


Pittsburgh Steel Co., 
Pittsburgh, Pa. 


Fenders. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Files. 


Disston & Sons, Inc., Henry, 
Philadelphia, Pa. 
Heller Bros. Co., 
Newark, N. J. 


Nicholson File Co, 
Providence, Rhode Island 


Flux—Aluminum 
Roesch, Geo. E., Aurora, Ill. 


Freezers—Ice Cream. 


North Bros. Mfg. Co. 
Philadelphia, Pa. 


Furnace Rings. 

Independent Reg. & Mfg. 
Siewiena. Ohio 

Walworth Run Fdy_ Co., 
Cleveland, Ohio 


Grindstones 


Richards-Wilcox Mfg. Co., 
Aurora, Il. 


Guards—Fire. 
Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Hammers. 


Stanley Rule & Level Plant, 
New Britain, Conn. 

Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Handles—Boiler. 
Berger Bros. Co., 
Philadelphia, Pa. 
Hangers—Door 
Richards-Wilcox Mfg. Co., 
Aurora, Il. 


Hangers—Eaves Trough. 


Y-| Abbott Mfg. Co., Cleveland, Ohio 


Heaters—School Room. 


Globe Stove & Range Co., 
Kokomo, Ind. 


Hammond eee 
cinnati, Ohio 
Haynes-Langenberg > 
ui s. Mo. 


Meyer Furnace Co., Peoria, Iil. 


Heaters—School Room—Cont. 


Monroe Fdy. & Furnace Co., 
Monroe, "Mich. 


Peerless Foundry Co., 
Indianapolis, Ind. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Heaters—Warm Air. 
American Furnace Co., 
St. Louis, Mo. 
Bridge & Beach Mfg. Co., 
St. Louis, Mo. 
Cooperative Foundry Co., 
Rochester, New York 
Danville Stove & Mfg. Co. 
Danville, Pa. 
Farris Furnace Co., 
Springfield, Mass. 
Forest City Fdy. & Mfg. Co., 
Ceveland, Ohio 





Globe Stove & Range Co., 
Kokomo, Ind. 


Haynes-Langenberg Mfg. Co., 
Zs Louis, Mo. 


Hall-Neal Furnace C 
Teainnapetia, Ind. 


Hammond Heating Co., 
Cincinnati, Ohio 


Henry Furnace & Fdy. Co., 
Cleveland, Ohio 


Hess-Snyder Co., Massillon, Ohio 
Magee Furnace Co., Boston, Mass. 


Mahoning Fdy. Co., 
Youngstown, Ohio 


Majestic Co., 
Huntington, Ind. 


Manny Heating Supply Co., 
Chicago, Il. 


May-Fiebeger Furnace Co., 
Newark, Ohio 


Meyer Furnace Co., 
Peoria, Iil. 


Modern Way Furnace Co., 
Fort Wayne, Ind. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Peerless Foundry Co, 
Indianapolis, Ind. 


Premier Warm Air Heater Co., 
Dowagiac, Mich. 


Rybolt Heater Co., 
Ashland, Ohio 


Scheible-Moncrief Heater Co. 
Cleveland, ‘Ohio 


Schill Bros. Co., —_ Ohio 


Schwab & Sons Co., J. 
<a Wis 


Standard Furnace & Supply Co., 
Omaha, Neb. 
Tubular Heating & Ventilating 
Co., Philadelphia, Pa. 
XXth Century eee & Venti- 
lating Co., Akron, Ohio 


Waterloo Register Co., 
Waterloo, Iowa 


Wise Furnace Co., Akron, Ohio 
Holders—Flag Pole 


Enterprise Mfg. Co. of Pa. 
Philadelphia, Pa 


Horse Shoes. 
American Steel & Wire Co., 


Chicago, I!) 
Humidifiers 
Haynes, Kansas City, Mo. 
Indoor Closet. 
Independent Reg. & Mfg. Co. 
Cleveland, Ohio 
Jobbers—Hardware. 
Bullard & Gormley Co. 
Chicago, Til. 
Clark-Smith Hardware Co., 
Peoria, Ill 


Kitchen Utensils 


Lalance & Grosjean Mfg. Co., 
Chicago, Iil. 


Lamps—Gasoline 


Nat’l Stamping & Electric Works, 
Chicago, Ill. 


Lanterns—Gasoline 


Nat’l Stamping & Electric Works, 
Chicago, IIl. 


Lath—Expanded Metal 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Machines—Crimping. 


Bertsch & Co., 
Cambridge City, Ind. 
Niagara Machine & Tool Works, 
Buffalo, N. Y 


Machinery—Culvert 
Bertsch & Co. 





Cambridge City, Ind 


Machines—Razor Blades 


Hyfield Mfg. Co., : 
: New York, N. Y. 


Machines—Steve Pipe. 
Hemp & Co., St. Louis, Mo. 


Machines—Tinsmiths’, 
Bertsch & Co., 
Cambridge City, Ind. 
Dreis & Krump Mfg. Co. 
Chicago, Til. 
Hemp & Co., St. Louis, Mo. 
Marshalltown Mfg. Co., 
Marshalltown, Iowa 
Niagara Machine & Tool oe 
a & . 
Whitney Mfg. Co., W. 
Rockford, Il. 


Mailing Lists. 
Ross-Gould, St. Louis, Mo. 





Meat Smokers 
Chatsworth Mfg. Co., 
Chatsworth, II. 
Meat and Food Choppers 
Enterprise Mfg. Co. of Pa. 
Philadelphia, Pa. 
Metal—Babbitt 


Merchant & Evans Co., 
Philadelphia, Pa. 


Metals—Perforated. 
Harrington & King Perforating 
Co., Chicago, Ill. 
Miters. 
Friedley-Voshardt Ce., 
Chicago, Ill. 
Motorcycles. 
Johnson’s Arms & Cycle Wks., Iver, 
Fitchburg, Mass. 
Nails—Slating. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Nailse—Wire. 
American Steel & Wire Co., 
Chi cago, Ih. 


Pittsburgh Steel Co., 
Pittsburgh, Pa. 


Nut Craekers 


Enterprise Mfg. Co. of Pa., 
Philadelphia, Pa. 


Ornaments—Sheet Metal. 
Friedley-Voshardt Co., 
Chicago, Il, 


Gerock Bros. Mfg. Co., 
St. Louis, Mo. 


Partea_Aato, 
{nternational Radiator Co., 
Chicago, Ill. 


Parts—Bicycies 


Corbin Screw Gap, 
New Britain, Conn. 


Parts—Tools. 


corbin Screw Corp., 
New Britain, Conn. 


Patterns—Stove 
Cleveland Castings Pattern Co., 
Cleveland, Ohio 
Cope-Swift Co., Inc., 
Detroit, Mich. 
Quincy Pattern Co., Quincy, JIl. 
Vedder Pattern Works, 
Troy, N. Y. 


Pipe and Fittings—farnace. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Howes Co., S. M Boston, Maas. 
Lamneck Co., w E., 
Columbus, Ohio 
Manny Heating Supply Coe., 
Chicago, Indiana 
Meyer & Bro. Co., F., Peoria, Il, 
Michigan Safety Furnace Pi 
Co. Detroit, ich. 
Standard Furnace & Supply Co., 
Omaha, Neb. 


Pipe and Fittings—Stove 
Hemp & Co., St. Louis, Mo. 
Howes Co., S. M., ton, Maas. 

Peoria, Ill. 


Meyer & Bro. ig Me 
Indianapolis, Ind. 


Sullivan-Geiger 
Pipe—Conductor 


Berger Bros. Co., 

Philadelphia, Pa. 
Burton Co., W. J., Detroit, Mich. 
Clark-Smith Hdw. Co., 

Peoria, Il. 

Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Friedley-Voshardt 


Chicago, Il. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis., 


Plumbs and Levels 
Stanley Rule & Level Plant, ’ 





New Britaia, Conn. 
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Polish—Metal and Stove 


Black Silk Stove Polish Co., 
Sterling, Ill. 


Nickel Plate Stove Polish Co., 
Chicago, Ill. 


Posts—Steel Fence 


American Steel & Wire Co., 
Chicago, Ill. 


Presses—Lard 


Enterprise Mfg. Co. of P 
Philadelphia, Pa. 


Panches 


Bertsch & Co. 
Cambridge City, Ind. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Whitney Mfg. Co., W. A., 
Rockford, Ill. 


Punches—Combination Bench and 
Hand 


Parker Supply Co., 
New York, N. Y. 
Punches—Hand 


Parker Supply Co., 
New York, N. Y. 


Quadrants—Damper 


Parker Supply Co., 
New York, N. Y. 


Ranges—Combination Gas & Coal 


Globe Stove & Range Co., 
Kokomo, Ind. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Ranges—E! ectric 


Giobe Stove & Range Co., 
Kokomo, Ind. 


Rasps 


Disston & Sons, Inc., Henry 
Philadelphia, Pa. 
Heller Bros., Newark, N. J. 


Nicholson File ‘Co. 
Providence, Rhode Island 


Refrigerators—Iceless 


Sedgwick Machine Works, 
New York, N. Y. 


Register Shields 


Hall-Neal Furnace Co., 
Indianapolis, Ind. 


Registers—Cash 


Nat’! Cash Reg. Co 


Rechester, N. Y. 


Registers—Warm Air 


Hart & Cooley Co., 
New Britain, Conn. 


Henry Furnace & Fdy. Ce., 
Cleveland, Ohio 


Independent Reg. & Mfg. Co., 
Cleveland, ‘Ohio 


Majestic Co., Huntington, Ind. 


Manny Heating Supply Co., 
hicago, Indiana 


Marsh Lumber Co., Dover, Ohio 


Rock Island Register Co., 
Rock Island, Til. 


Sandard Furnace & Supply Co., 
Omaha, Neb. 


Stearns Register Co., 
Detroit, Mich. 


Tuttle & Bailey Mfg. Co. 


Chicago, Ill. 


Walworth Run Fdy. Co. 
Cleveland, Ohio 


Waterloo Register Co., 
Waterloo, Iowa 


Regulators— Damper 
Parker Supply Co., 
New York, N. Y. 


Repairs—Stove & Furnace 


Central Stove & Furnace Repair 
Chicago, Ill. 


Wenster Co., H. E., Syracuse, N, Y. 


Nat’l Stove Repair Co., 
Cincinnati, Ohio 


Northwestern Stove Repair €o., 
Chicago, Ill. 


Revolvers 


Arms & Cycle Wks., 
Fitchburg, Mass. 


Rivets—Stove 
Rirk-Latty Mfg. Co. 


Cleveland, Ohio 
Roasters. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Red Clips—Damper 
Parker Supply Co., 
New York, N. Y. 


Rods—Stove 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Johnson’s 
Iver, 





Rolls—Forming 


Bertsch & Co., 
Cambridge City, Ind. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 
Roof—F lashing 
Hessler Co., H. E., Syracuse, N. Y. 
Roofing—Iron and Steel 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Brier Hill Steel Co., 
Youngstown, Ohio 


Burton Co., W. J., Detroit, Mich. 


Cortright Metal Roofing Co., 
Philadelphia, Pa. 


Friedley-Voshardt £o., 


Chicago, Ill. 
Inland Steel Co., Chicago, Il. 


Merchant & Evans Co. 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Sykes Co., The, Chicago, Ill. 
Roofing—Zinc 


American Zinc Products Co., 
Greencastle, 


Rubbish Burners 
Hart & Cooley Co., 
New Britain, Conn. 
Rules 
Lufkin Rule Co., Saginaw, 


Sanitary Specialties 
Coleman, Allan J., Chicago, 
Sash Balances 
Caldwell Mfg. Co., 
Rochester, N. Y. 
Saws 
Disston & Sons, Inc., Henry, 
Philadelphia, Pa 
Schools—Heating and Ventilating 
Engineering 
Cleveland Engineering Institute 
Cleveland, Ohio 


Schools — Sheet Metal Patter: 
Drafting 


Ind. 


Mich. 


Ill. 


St. Institute, 


St. Louis, Mo 
Screens—Perforated Metal 
Harrington & King Perforating 
Co., Chicago, Il 
Screws—Sheet Metal 
Parker Supply Co., 
New York, N. ¥ 
Screw Drivers 
North Bros. Mfg. Co., 
Philadelpha, Pa 
Sheets—Black and Galvanized 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa 


Brier Hill Steel Co., 
Youngstown, Ohio 
Inland Steel Co., Chicago, II). 
Sheets—Blue Annealed 
Brier Hill Steel Co., 
Youngstown, Ohio 
Sheets—Planished 
Sykes Co., The, Chicago, Ill. 
Sheets—Steel 
Ryerson & Sons, Joseph T., 
Chicago, 
Shotguns 
Johnson’s Arms & Cycle Wks., 


Louis Technical 


Ill. 


Iver, Fitchburg, Mass. 

. Sifters—Ash 

Diener Mfg. Co., G. W., 
Chicago Il. 

Sifters—Flour 

Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 

Skylights 
Burton Co., W. J., Detroit, Mich. 
Sleds 


The Auto-Wheel Coaster Co., Inc., 
No. Tonawanda, N Y. 
Smoke Pipe—Cast Iron 


Manny Heating Supply Co., 
Chicago, Indiana 


Waterloo Register Co., 
Waterloo, 
Snips—Tinsmiths 
Niagara Machine & Tool Wks., 
Buffalo, N.. Y. 
Solder—Aluminum 
Roesch, Geo. E., Aurora, Ill. 
Solder 


Merchant & Evans Co., 
Philadelphia, Pa. 


Soldering Fluid 
F.. A., Muskegon, 


Soldering Fiuxes 
Special Chemicals Oo., 
Highland Park, Ill. 


lowa 


Towner, Mich. 


| 





Soldering—Furnaces 
Ashton Mfg. Co., Newark, N. J. 
Bernz Co, Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Diener Mfg. Co., G. W., 
Chicago, Til. 
Double Blast Mfg. Co., 
North Chicago, Ill. 


Hones, Inc., Chas. A., 


Baldwin, Long Island, N. Y 

Quick Meal Stove Co., 
St. Louis, Mo. 

Turner Brass Works, 
Sycamore, Ill 

Soldering Irens 
Lupton’s Sons Co., David, 

Philadelphia, Pa. 


Soldering Paste 
Towner, F. A., Muskegon, Mich. 


Special Chemicals Co., 
Highland Park, Ill. 


Specialties—Hardware 


Bemis & Call Hdw. & Tool Co., 
Springfield, Mass. 


Bullard & Gormiey, Chicago, Il. 
Caldwell Mfg. Co., 
Rochester, N. Y. 
Chatsworth Mfg. Co., 
Chatsworth, Ill. 
Corbin Screw Corporation, 
New Britain, Conn. 
Diener Mfg. Co., G. W., 
Chicago, Il. 
Disston & Sons, Inc., Henry 
Philadelphia, Pa. 
Co. of Pa., 
Philadelphia, Pa. 
Heller Bros. Co., Newark, N. J 
Hessler Co., H. E., Syracuse, N. Y. 
Hyfield Mfg. Co., New York, N. Y. 
“Lufkin Rule Co., Saginaw, Mich. 
Nicholson File Co., 
Providence, Rhode Island 
North Bros. Mfg. Co., 
Philadelpha, Pa. 
Richards-Wilcox Mfg. Co., 
Aurora, Il. 
Rock Island Mfg. Co. 
Rock Island, Til. 
Stanley Rule & Level Plant, 
New Britain, Conn. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Enterprise Mfg. 


Speedometers—Bicycle 
Corbin Screw Corporation, 
New Britain, Conn 
Sporting Goods 
Bullard & Gormley, Chicago, Ill. 


Stars—Hard Iron Cleaning 
Fanner Mfg. Co., Cleveland, Ohio 


Statuary 


Friedley-Voshardt Co., 
Chicago, Ill. 


Gerock Bros. Mfg. Co., 
St. Louis, Mo. 


Stock Tanks 
Thomas & Armstrong Mfg. Co., 
London, Ohio 


Steck Waterers 


Rock Island Mfg. Co., 
Rock Island, Il. 


Stoves—Camp 


Quick Meal Stove Co., 
St. Louis Mo. 


Stoves—Gasoline and Kerosene 
Detroit Vapor Stove Co., 

Detroit, Mich 
Nat’l Enameling & Stamping Co. 
Milwaukee, Wis. 

Quick Meal Stove Co., 
St. Louis, Mo. 

Stoves and Ranges 

Bridge & Beach Mfg. Co., 
St. Louts, Mo. 

Danville Stove & Mfg. Co., 


Danville, Pa. 
Globe Stove & Range Co., 
Kokomo, Ind. 


Quick Meal Stove Co., 
St. Louis, Mo. 
Schill Bros. Co., 


Crestline, Ohio 
Stove Pipe Reducer 
Sullivan-Geiger Co. 
Indianapolis, Ind. 
Stuffers—Sausage 


Enterprise Mfg. of Pua.. 
Philadelphia, Pa. 


Suction Cups 
Coleman, Allan J., Chicago, Ill. 


Tacks, Staples, Spikes 


American Steel & Wire Co., 
Chicago, Il. 


Tapes 


Lufkin Rule Co., Saginaw, Mich. 


Tinplate 
American Sheet & Tin 


*‘|Niagara Machine & Tool 





Tiles and Shingles—Metal 
American Zinc Products Co., 


Greencastle, Ind. 
Burton Co., W. J., Detroit, Mich. 
Cortright Metal Roofing Co., 

Philadelphia, Pa. 


Merchant & Evans Co., 
Philadelphia, Pa. 
Corrugating Co., 
Milwaukee, Wis. 
Thomas & Armstrong Mfg. Co., 
London, Ohio 


Milwaukee 


Tin—Perforated 
Harrington & King Perforating 
Co., Chicago, Il. 


Plate Co., 
Pittsburgh, Pa. 
Merchant & Evans Co., 


Philadelphia, 


Tools—Auto Repair 
Curfman Mfg. Co., F. L., 
Chicago, 
Internatonal Radiator Co., 

Maryville, 


Pa. 


Ill. 
Mo. 


Tools—Carpenter 
Disston & Sons, Inc., Henry, 
Philadelphia, Pa. 
Lufkin Rule Co., Saginaw, Mich. 

North Bros. Mfg. Co., 

Philadelphia, 
Stanley Rule & Level Plant, 
New Britain, Conn. 

Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Pa. 


Tools—Tinsmiths’ 
Bertsch & Co., 
Cambridge City, 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 
Howes Co., S. M., Boston, Mass. 
Marshalltown Mfg. Co., 
Marshalitown, Iowa 
Wks., 
Buffalo, N. Y. 
Ryerson & Son, Joseph T., 


Ind. 


Chicago, Ill, 
Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 
Viking Shear Co,, Erie, Pa. 
Whitney Mfg. Co., W. A., 
Roekford, Ill. 
Torches 
Ashton Mfg. Co., Newark, N. J. 


Bernz, Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 
Columbus, Ohio 
Clayton & Lambert Mfg. Go., 
Detroit, Mich. 


Ww. 
Chicago, Til. 
Til. 


Diener Mfg. Co., G. 
Double Blast Mfg. Co 
North Chicago, 
Hones, Inc., Chas. 
Baldwin, Long Island, 
Quick Meal Stove Co., 
St. Louis, Mo. 
Turner Brass Works, 


N 


Sycamore, Il. 
Trimmings—Stove 
Fanner Mfg. Co., Cleveland, Ohio 
Valves—Humidifiers 
Haynes, Kansas City, Mo. 
Ventilators 
Basman Go., Inc., A. M., 
Detroit, Mich. 


Berger Bros. Co., Philadelphia, Pa. 
Friedley-Voshardt Co., 
Chicago, Il. 


Standard Ventilator Co., 


Lewisburg, Pa. 
Merchant & Evans Co., 
Philadelphia, Pa. 


Thomas & Armstrong Mfg. Co., 
Lendon, Ohio 


Ventilators—Ceiling 
& Cooley Co., 

New Britain, 
Furnace & Fdy. Co 
Cleveland, 
Mfg. Co., 

Chicago, Il. 


Hart 
Conn. 


Henry 
Ohio 


Tuttle & Bailey 


Vises 
North Bros. ute Co., 
Philadelphia, Pa. 
Rock Island Mfg. Co., 
Rock Island, Ill. 


Wagons—Auto-Wheel Coaster 
The Atito-Wheel Coaster Co., Inc.. 
No. Tonawanda, N. Y. 


Water Outlets 
Bracket and Outlet Co., 
Cleveland Heights, Ohio 
‘Window Cleaners 
Coleman, Allan J., Chicago, Ill. 


Ajax 


Wire 
American Steel & Wire Co., 
Chicago, Ill. 
Pittsburgh Steel Co,, Chicago, Ill. 


Wood Faces 

Marsh Lumber Co., 
Dover, Ohio 

Wrenches 
Bemis & Call Hdw. & Tool Co., 

Springfield, Mass. 
Wrench Co.. 

Worcester, 


Coes 
Mass. 


Zine 
American Zinc Products Oo., 


Greencastle, Ind. 
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WANTS AND SALES 


BUSINESS CHANCES 


SITUATION WANTED 











Fer paid yearly subscribers, 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
not mere than fifty words WITHOUT 
CHARGE. Employers wishing to 
secure employes, parties desiring to 
purchase or sell business, secure part- 
ners, or to exchange, etc., will find 
that these pages offer excellent 
opportunities to satisfy their wants. 
Clerks and tinsmiths looking for situ- 
atiens will find it to their advantage 
to use these columns. Those who re- 
spond to these announcements please 
mention that they “READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.” 


BUSINESS CHANCES 


COLLECTIONS — Notes and accounts 
collected anywhere in United States. Ref- 
erence, any bank in Battle Creek. H. C. 
Van Aken, Lawyer, 309 Post Building, 
Battle Creek, Michigan. 20-4t 


Lightning Rods—Big profits and quick 
sales to live dealers selling ‘‘DIDDIN’S 
UNIVERSAL RODS.” Our copper tests 
99.96% pure. Prices are right—get our 
agency. L. F. Diddie Company, Marsh- 
field, Wisconsin. 18-ufn 


For Sale—Furnace. Hart and Crouse 
Company, makers. It has 29” fire pot, 
63”" casing and its heating capacity is 
70,000 cubic feet. Suitable for church or 
hall. Ho and Company, 3168 Archer 
Avenue, elephone McKinley 3071, Chi- 
cago, Illinois. 24-3t 


For Sale—i60 acres. cut-over timber 
land 7% miles southeast of Jonesboro, 
Arkansas, 2% miles from Frisco and 2% 
miles to Iron Mountain Railroad. Hard 
surfaced road within two miles of land. 
Would trade for stock of hardware. Ad- 
dress L. F. S., care of Perryville Hard- 
ware Company, Perryville, Missouri. 24-3t 

For Sale — A well established hard- 
ware business. Stock $20,000. Unusually 
attractive for live and experienced hard- 
ware man. Located in a most rapidly 
growing city of northern Illinois. Big 
outlet for builders’ hardware, tools, paints 
and factory supplies. Owner has other 
business ventures requiring more personal 
attention. No traders or sacrifice sale 
considered. Kindly address B-63, care of 
AMERICAN ARTISAN AND _ HARD- 
WARE RECORD, 620 South Michigan 
Avenue, Chicago, Illinois. 23-3t 


Business Chance—We offer, the fol- 
lowing surplus stock for sale: Allith- 
Prouty-Sharon or Richards - Wilcox 
Square barn door track 18; brackets 16; 
one ton slightly rusted No. 5-market wire, 
4c Ib.; 500 lbs. light seamless copper 
tubing, 4% to %”, 48c Ib.; one ton 50-50 
solder, 24c; one bbl. olive drab paint, 
$1.25; 50 rolls 30’ galvanized poultry net- 
ting, $2.50 roll; 5 kegs 8d steel cut nails, 
$4.50 case; 19 30x3%, ten 30x3% Auburn 
tires at $13.75; eight 30x3 Auburn tires 
at $9.00, and four 30x3 Archer tires at 
$6.75. VanDervoort Hardware Company, 
Lansing, Michigan. 24-3t 

AN OPPORTUNITY IN  WISCON- 
SIN. A good opportunity to  or- 
ganize a small manufacturing com- 
pan or a chance for some person 
who wants to get his own business and 
who has not sufficient money to start 
alone. On account of the increase of 
our business we have moved our manu- 
facturing plant from this village to a 
larger city and are now offering our 
vacant building which is 32x42, two- 
story, with a garage in connection 
either for sale or rent on very easy 
terms. As an inducement to get a cor- 
poration manufacturing plant started 
we offer to subscribe and pay for in 
cash from one to five thousand dol- 
lars worth of stock to start with. We 
are not particular what line of manu- 
facturing it is as long as it is a good 
and saleable article and managed by 
a good, reliable man who can give 
good references. This village is lo- 
cated on two railroads and has good 
shipping facilities as well as a brass 
and aluminum factory. Address B-57, 
































HARDWARE REC . 620 South 
Michigan Avenue, Chicago, = 








Wanted to Buy—Small hardware store 
in er near Chicago. When replying 
please state particulars. Address B-55, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 22-ufn 


For Sale—Complete equipped tin shop 
in live central Washington town. Fine 
location and good business possibilities. 
$400.00 will handle this deal, balance as 
you make it. Chance for a live man. 
Lentz Hardware Company, Yakima, 
Washington. 21-4t 

Wanted to Buy—Two good mechan- 
ics wish to hear from someone who 
has a tin shop for sale on small sum 
down and balance as it is earned. 
Central states only. After March Ist. 
Address H. J. Lang, 315 So. 31st Street, 
Omaha, Nebraska. 22-3t 

For Sale—Tin shop in Northeastern 
Iowa. Established twelve years. At 
invoice price. Full set of tinners tools 
brake. Population is 3,500. Good 
schools and churches. Plenty of work. 
Only one other shop in town, Address 
B-56, Care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, —T 

-3t 

















HELP WANTED 


Situation Wanted as city salesman 
either with manufacturer or heating es- 
tablishment. Have had sales and prac- 
ticai experience in warm air furnace bus- 
iness. Might consider investment in 
right proposition. Please address B-58, 
care of AMERICAN ARTISAN AN 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 23-3t 


TINNERS’ TOOLS 


‘Wanted to Buy—Four foot wood double 
truss brake. G. F. Chapman, 502 Jack- 
son Street, Tampa, Florida. 24-3t 

Wanted—A second hand 8 ft. brake, in 
good condition. Noble Sheet Metal Works, 
119 S. Stevens Street, Rhinelander, Wis- 
consin. 23-3t 


Wanted to Buy—A_ set of second- 
hand tinners’ tools. They must be in 
good condition and priced right. Ad- 
dress H. C. Walcott, 906 West Terrell 
Avenue, Fort Worth, Texas. 22-3t 

For Sale at 50% regular price: 31”x2” 
forming rolls: 31” folder (rights); 8” 
bench shear; 36” pipe mandrel; small 
turner and stand; wiring machine and 
stand; charcoal stove and small burring 
machine. Joe Lauth, Pontiac, Ill. 23-3t 


























Wanted—tTinner. Steady employment 
for one to do general run of job work. 
$9.00 per day. M.S. Warren, Port Ar- 
thur, Texas. 22-3t 


Wanted—An experienced bookkeeper 





for general hardware store. State age, . 


number of years experience, salary 
wanted, in first letter. Address J. Ed. 
Guenther, 524 Allen Street, Owensboro, 
Kentucky. mi - 





SPECIAL NOTICES 


Special Notices are charged 
at the rate of $3.00 
per inch per insertion 














Wanted—Three first-class tinners or 
men who have had experience on venti- 
lating work. Only first-class men need 
apply. Union shop. One dollar per hour. 
Write or telegraph before coming. Foster 
Metal Products Co., 217 South Fourth 
Street, Springfield, Illinois. 22-3t 


ATEN TS 


HUBERT E. PECK 
Pacific Building, WASHINGTON, D. C 





Wanted—Foreman to take charge of 
shop doing stock yard sheet metal 
work. One who can lay out work 
and handle men. Address B-64, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan Avenue, Chicago, Illinois. 24-3t 

Wanted—A tinner and furnace man in 
small town. County seat, southern Wis- 
consin. State wages and particulars in 
first letter. Please address’ B-61, 
care 6f AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 23-3t 


SITUATION WANTED 

















Situation Wanted—as furnace sales- 
man. Have had 15 years practical expe- 
rience in the heating iine. Address B-65, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan Avenue, Chicago, Illinois. 24-3t 

Situation Wanted—As clerk or manager 
of branch store. Have had 25 years’ ex- 
perience. Also understand the furniture 
ousiness; have Gone tinning and plumb- 
ing. South or west preferred. State sal- 
ary. A. W. Gilkerson, Burke, South Da- 
kota. 23-3t 


Situation Wanted—By all around tinner 
and furnace man. Have had ten years’ 
experience. Can handle any kind of 
furnace work. Kindly address B-60, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igar. Avenue, Chicago, Illinois. 23-3t 


Situation Wanted—By an all around 
tinner with a reliable firm. Have had 25 
years’ experience. Will be open for a job 
about the middle part of January. Address 
B-62, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan avenue, Chicazo, Illinois. 23-3t 


Situation Wanted—By a first-class 
plumber and fitter. Can also do tinning 
and do estimating on plumbing and heat- 
ing ‘Have had 17 years’ experience. 
Please state particulars. Address B-66, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan Avenue, Chicago, Illinois. 24-3t 

Situation Wanted — By combination 
tinner and plumber. Have experience in 
all lines of heating; have followed the 
trade all my life. Am 25 years old and 
married. Would prefer town under 10,- 
000 population, in Southwestern states. 
Please state wages and living conditions 
in first letter. S. K. Fesler, P. O. Box 
129, Palestine, Texas. 22-3t 




















WARM AIR FURNACE 
SALESMEN 


We have openings for several 
first-class furnace salesmen in 
desirable territory, engagement to 
begin about January Ist. Kindly 
give full particulars in first letter. 
Address the Wise Furnace 
Company, Akron, Ohio. 21-UFN 


WARM AIR HEATER 
SALESMEN WANTED 


Experienced men; also 
capable young men who 
wish to become salesmen. 
Give age, business experi- 
ence and qualifications in 
first letter. Address L. J. 
Mueller FurnaceCompany, 
Milwaukee, Wisconsin. »,.;; 


RADIATOR MEN 


Have you any use for made-up core 
material, shipped to you in strips ten feet 
long, one inch wide and ia thickness all 
from two to six inches, of which you could 
build on spot without having to use special 
tools, any size and shape, any cooling 
capacity core in less than two hours? If 
so, Address E. E. Zideck, Care of 
AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, IIlinois. 











